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HOPE FOR NATIONAL SUPERVISION. 


“Tue business of insurance vitally affects 
the great mass of the people of the United 
States, and is national and not local in its 
application. It involves a multitude of trans- 
actions among people of different States and 
between American companies and foreign gov- 
ernments. I urge that Congress carefully con- 
sider whether the power of the bureau of 
corporations cannot constitutionally be ex- 
tended to cover interstate transactions in in- 
surance.” 

Thus speaks President RoosEvELT in his an- 
nual message to Congress. Insurance men all 
over the country will welcome this expression 
of wisdom from the Nation’s chief executive. 

National supervision of insurance will ulti- 
mately come, for it is the only just plan of 
regulating a business that deals with so many 
various States. To have the co-operation of 
those high in the councils of the country is 
a victory and a long step toward the realiza- 
tion of the goal. 





ADVANCE IN SECURITIES. 


The insurance companies will feel the effects 
of the better tone in the financial market and 
the consequent advance in securities. It will 
bring good cheer particularly to the fire com- 
panies that have had to meet heavy conflagra- 
tion losses, Surplus funds will be augmented 
somewhat by the favorable turn in the market. 





PRESIDENT ALFRED JAMES. 


Tue passing of President ALFrep James of 
the NorTHWESTERN NATIONAL INSURANCE 
CoMPANY removes a landmark from the un- 
derwriting field. It required a sturdy char- 
acter and.an unusual personality to stan.l 
alone and be the most disliked company offi- 
cial in this country. President JAMES oper- 
ated a distinctly independent company and 
seemed to glory in it. He drew out the fire 
from every organization and competitor. He 
was a warrior. President JAMEs had his con- 
victions and he carried them out. He feared 
no one. His life was woven into his com- 
pany and he was the NorTHWESTERN NATIONAL. 

Mr. JameEs’ underwriting was destructive, 
not constructive. He was left undisturbed be- 
cause he stood alone and one company’s ma- 
neuvers do not have any material effect on the 
aggregate. President James’ methods, if fol- 
lowed by many companies, would inevitably 





cause disaster. This is an age of co-opera- 
tion, for it is the life of the business. 

The NorTHWESTERN NATIONAL has made a 
success, not because of the policy followed 
by its president, but due to the fact that it 
has been allowed to continue without active 
warfare on part of other companies. 





MERGERS OF AGENCIES. 

Tue plan of consolidating insurance agencies 
without a complete merger, as followed by the 
Insurance Agency Company of St. Louis, and 
by five Minneapolis agencies, is one that will 
be given much study by agents in large cities. 
In each case there is a material reduction in 
expenses, as there is only one office and one set 
of clerks instead of several. 
expense is reduced. 

The participation in the profits is based on 
the aggregate of premiums, each agency par- 
ticipating pro rata according to its returns for 
the year previous to the new deal. ‘The gen- 
eral expenses are deducted from the receipts, 
the basis of compensation being the net re- 
ceipts. 

This affords the working partners an oppor- 
tunity to do more outside soliciting and taking 
care of lines. 


Every item of 


It eliminates competition among 
these offices so that one man is working on 
an exclusive set of customers so far as his 
office is concerned. It also enables an agency 
to handle almost any ordinary line in one office 
without being obliged to broker a part and 
theretore get lower commissions. 


So far as the agency licenses and the cor- | 


respondence with home or general offices are 
concerned, each former agency retains its iden- 
tity. Each company under this system gets a 
more general distribution of lines. Ihe main 
question for a company to consider is whether 
it will-have the same classification and amount 
of business as betore. 1t now deals with more 
men and is in an office with a larger number 
ot companies, Can it have the. same com- 
manding position? Another feature is the pos- 
sibility ot triction where a number of men are 
engaged together. lhe private agreemeat 
among the units is important, as is the facility 
with which the company may retire from the 
office 1f it 1s dissatished. : 

lhe plan of syndicate agencies of this char- 
acter is on trial both from a company and 
agency standpoint. It it can be prosecuted 
successfully, it will mean a material economy 
in expense, and the companies should find an 
improvement in their business, drawing, as 
they do, from larger sources, 





CLEVELAND CONSULIDATION. 


Phypers Bros, & Co. of Cleveland have con- 
solidated with Hopkinson, Parsons & Co. by 
purchasing the interest of E. Patchin. Hop- 
kinson, Parsons & Co. will move to the Park 
building where Phypers Bros. & Co. are lo- 
cated and both will occupy the same office, 
taking additional space. ‘Lhey will have eight 
companies and be one of the strongest agen- 
cies in the city. 





GIVEN BECOMES SPECIAL AGENT. 


The Mastin, Drennon & Schaffer Company 
of Kansas City has appointed D. A. Given 
special agent for Kansas and Arkansas for the 
accident and liability department of the AZtna 
Life, which the agency company represents in 
all its branches. 





The State Bankers Association of North 
Carolina is inviting bids on its burglary in- 
surance. 





A. C. Barber of the George W. Pangborn 
agency at Indianapolis becomes superintendent 
of the western division of the National Union 
Fire, with headquarters in Pittsburg. 





PROPOSITION TO REINSURE REJECTED 


Washington Life Will Continue Under the 
Present Management for a Time at 
Least—Many Reports Afioat. 


New York, Dec. 7—(Special).—There has 
been more or-less talk ever since the ex- 
amination of the Washington Life began by 
the New York department as to the condi- 
tion of the company and its future. Reports 
of all kinds have been in circulation even to 
the extent of having the company reinsured. 
It is expected that the result of the examina 
tion will reduce the surplus. President 
Brewer said to-day that the company would 
continue under the present management for a 
time at least. The proposition made by a 
strong stock company to reinsure the Wash- 
ington, the president said, had been rejected. 





NO INJUNCTION AGAINST ILLINOIS CENTRAL. 


Judge Dunne of Chicago has refused to 
grant an injunction on behalf of the Illinois 
insurance department against the Illinois Cen- 
tral Fire Insurance Company of Chicago, a 
special charter company. The department ar- 
gued that its charter liad been forfeited on 
account of non-use and the company was not 
complying with the Illinois’ insurance laws. 
The bill was dismissed for want of equity 
and hence ends this particular case. 





SAY HOLMES WILL LOSE THE CASE. 

Those who have been present at the hearing 
of the injunction case of Frank F,. Holmes 
against the Chicago Underwriters Association 
predict that the injunction will be dissolved, 
thus allowing the association to try Mr. 
Holmes under its rules. Attorney Starr for 
the association has made a masterly argument. 





COMMITTEES ARE APPOINTED. 


P. D. McGregor of the Queen, who acted 
as chairman at’ the meeting of managers to 
discuss the desirability of establishing a sal- 
vage bureau in Chicago, has appointed the 
following committee to consider various plans 
and report later: W. S. Warren, Liverpool & 
London & Globe; George E. Kline, Continen- 
tal; H. C. Eddy, Commercial Union: E. G. 
Halle, Germania; S. A. Rothermel, Traders. 

At the meeting it: was decided to have a 
committee appointed to consider a plan on 
co-operative loss adjustments in order to ob- 
viate the difficulty of having so many ad- 
justers handle the same loss. The following 
is the committee: I. S. Blackwelder, Niagara; 
J. L. Whitlock, Glens Falls; John H. Law, 
Royal; T. W. Letton, Prussian National; J. 
J. McDonald, Connecticut. 


WILL DISCUSS LEGISLATION. 
Subcommittees from the governing com- 
mittee of the Union and of the Kentucky & 
Tennessee Board are to meet Commissioner 
Folk of Tennessee at Nashville next Tuesday 
to discuss legislative questions which are ex 
pected to come up this winter. 





MAKING RAILROAD INSPECTIONS. 


Inspection of the Mobile Central Railroad 
has been completed by the Railway Fire In- 
spection Company and the same concern is 
nearly through this work on the Illinois Cen- 
tral and Mexican Central. The company is 
an independent corporation under the direc- 
tion of the Railway Syndicate of New York. 





lMISCELLANEOUS NOTES. 


The vote to allow graded commissions to 
agents in Indian Territory failed to pass on 
vote of members and the agents will 
to try it again later on. 


Ralph Henry of Chicago, who has been 
with the Northwestern National agency in 


that city for several years, has been appointed 
Cook county special agent. 


have 


_ M. G. Egbert, formerly with the Thuringia 
in New York City, has taken the position of 
daily report examiner with the North 
America at Erie, Pa., left vacant by E. E. 
Bennett, who goes with the Calumet. 
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MOVEMENT BEING DISCUSSED 


MANAGERS EXPRESS DIFFERENT VIEWS 








Organization of Board of Casualty Underwrit- 
ers Does Not Appear to Excite Much 
Enthusiasm in New York. 





(Special Correspondence. 

New York, Dec. 6—The Board of Casualty 
Underwriters, which holds a meeting this 
week to consider among other things the con- 
stitution and by-laws prepared by the or- 
ganization committee, is the idea of John T. 
Stone, president of the Maryland Casualty 
Company. Mr. Stone became convinced that 
casualty companies were not working in close 
enough co-operation. How to remedy this 
was the question. 

‘There were several classes of companies in 
the casualty field and while several operated 
one or more departments, there was no getting 
together in more than one line, and some did 
not co-operate at that. After thinking it over 
for a while, the opinions of other managers 
were sought, and as a result, a meeting was 
held in the early fall, which appointed a com- 
mittee and authorized it to consider the sub- 
ject and report. Two or three plans were 
suggested, 

Some of the Various Plans Discussed. 

One was for using the International Asso- 
ciation of Accident Underwriters as the basis 
of the organization. This was open to the 
objection that some casualty companies did not 
write personal accident business, therefore 
they had no interest in anything which dealt 
with the separate problems of accident insur- 
ance, Then again, it was suggested that the 
different casualty organizations might be 
federated. This seemed a pretty good plan, 
until it was remembered that some of the 
casualty companies were not associated in 
any organization. The whole thing then grad- 
ually simmered down to the proposition of 
forming an organization which should con- 
fine itself to such lines of work as were of 
common interest, leaving minor details and 
special questions to the consideration of the 
companies directly interested. 

Committee Finally Agrees Upon a Scheme, 

Having thus outlined the general plan, the 
committee went to work and framed a con- 
stitution and by-laws, a summary of which 
was printed in THE WESTERN UNDERWRITER 
last week. The plan as outlined in the report 
of this committee gives a broad and general 
organization, the object of which is to find a 
common ground upon which every company 
writing a casualty business can stand, one 
which will bind them together in the seeking 
for and maintaining of those things which 
make for the general welfare. 

Managers Seem Tolerant Rather Than Enthusiastic. 

As was stated in the beginning, the idea 
originated with John T. Stone, who has been 
the active promoter and largely responsible 
for the progress already made. The plan 
is looked upon from varying points of view 
by casualty underwriters. A journey among 
the casualty companies’ offices in New York, 
secured the information that the company 
managers view the Board of Casualty Under- 
writers largely in a tolerant spirit. Some 
doubt its value, others think it a pretty good 
thing, while still others say that co-operation 
is always good, but no one seemed howlingly 
enthusiastic about the new organization. 

Some Things It Can Accomplish. 

One man, being asked what such an organ- 
ization could accomplish, replied that it could 
accomplish considerable. It could present a 
united front in the matter of adverse legisla- 
tion; of departmental practices, on the part 
of supervising officials; it could promote 
friendliness and good-fellowship; it might 
prove a breakwater against undesirable prac- 
tices, In the opinion of the manager who has 
been quoted, its chief value seemed to be the 
opportunity it offered to get together, compare 
notes and see that the other fellow is a pretty 
decent fellow, even though report might not 
have been so particularly kind to him. 

Thinks tt Is a Pretty Good Thing. 

Another manager did not know much about 
it. His company was represented at the 
earlier mectings and he guessed that it was a 
pretty good thing. Just how much the differ- 
ent branches of casualty insurance have in 





common so that united action would advance 
them, he was not prepared to say. He called 
attention to the fact that there is a very large 
measure of overlapping in the casualty field; 
that liability companies write personal accident 
in some cases, while in other cases, they also 
write steam boiler. Some casualty companies 
write three or four different forms of insur- 
ance and this overlapping gives a larger com- 
munity of interest than would otherwise be 
the case. 
Dovbts If Much Will Be Done. 

In another office, the opinion was expressed 
that while nothing could be said against such 
an organization, comparatively little could be 
said in favor of it, that is, from a workable 
standpoint. It was coneéded that getting to- 
gether was a good thing, but beyond that, 
the manager had doubts about very much 
being acomplished. ‘Though he did not say so 
in so many words, his mental attitude toward 
the new organization would appear to be 
summed up in saying that the game was 
hardly worth the candle. 

In still another office, it was stated that little 
attention had been paid to the movement. 
This manager, however, believed that co-oper- 
ation was always wise and that knowledge and 
acquaintance were conditions precedent to co- 
operation. He rather welcomed the new or- 
ganization as a needed tie to bind casualty 
insurance interests into a more homogeneous 
whole. 

Waiting to See How Things Shape Up. 

Some managers did not care to say very 
much about the Board of Casualty Under- 
writers. They were sort of waiting to see 
how things will shape up at Friday’s meeting. 
It is quite possible for a new organization 
to attempt too much, and there is a disposi- 
tion to wait and see whether the Board of 
Casualty Underwriters shall get rapidly busy 
when its organization is complete, or whether 
it shall go slow and wait to see where it 
will fit in among the many organizations now 
in existence. While it i§ not a federation and 
will stand on its own platform, still there 
is need of being on friendly terms with the 
working organizations now in existence. By 
working organizations are meant those which 
deal with the special problems of any particu- 
lar department, such as rates, statistics and 
practices. 

Proposed Position to Be Held by the Board. 

The apparent aim of those who hope to 
make the new organization a power in the 
casualty field may be pretty well put by say- 
ing that the Board of Casualty Underwriters 
is to be a sort of United States in the casualty 
field, not touching anywhere those powers 
especially reserved to the States, that is the 
technical or rate-making organizations, but 
standing as the diplomatic agent of casualty 
underwriting in the broad field where other 
lines of insurance are to be met, where other 
States such as supervising authorities and 
law-making bodies have to be considered. The 
promoters believe that the dignity of the busi- 
ness will be enhanced by having a united 
organization handle general topics instead of a 
dozen small organizations, confusing the situ- 
ation by undue emphasis on “mine.” 

Movement Is Interesting in Any Event. 

The movement is intéresting no matter what 
its ultimate form may be, because it is a 
step in the direction of closer and more per- 
fect co-operation between corporations trans- 
acting similar lines of business. Not a lessen- 
ing of the power of the individual corporation, 
but a bulking of numérous corporations that 
the interests of the individual corporation 
may be enhanced. The meeting on Friday 
will be interesting both on account of the 
discussions on the perfecting of the organiza- 
tion and on account of what may be said in 
a post-prandial way under the influence of 
such a dinner as mine host at the Hotel 
Astor can serve. 





ORGANIZE THE BLACKHAWK. 


The stockholders of the German of Free- 
port have organized the Blackhawk Insurance 
Company with $200,000 capital. The officers 
are the same as those of the German. It will 
be used largely to take the German’s rein- 
surance. 

No arrangements have yet been made for 
placing the Blackhawk in the field, and it is 
not likely anything will be done in that direc- 
tion for a month or two. It is not at all 
likely that it will be used as an agency com- 
pany extensively. 





HOST TALKS ON FRATERNALS 


SOME FACTS THAT HAVE BEEN SHOWN 








To Solicit Life’ Insurance at Inadequate Rates, 
Is as Culpable as Accepting Deposits 
After a Bank Is Insolvent. 





In the course of an address before an as- 
semblage of members of the Independent 
Order of Foresters at Madison, Wis., last 
week, Insurance Commissioner Host, after 
speaking of the great work of fraternal orders, 
made use of the following language: 

“Within the past few, years there has been 
a radical change in the system of fraternal so- 
cieties. The system at its beginning was an- 
tagonistic and without purpose, but with time 
became more popular, because the needs of 
our people demanded it, and so long as these 
needs remain fraternal orders will live and 
thrive. In no other way can there be true 
fraternity except by the acceptance of equal 
burdens and the giving of equal benefits, and 
this is equally true of life insurance as origi- 
nally intended and practiced. 

“The failure of life insurance companies in 
the seventies through mismanagement, extrava- 
gance and failure to recognize the safeguards 
necessary for perpetuity, was a stimulus to 
the growth and prosperity of these fraternities 
which turned to the simple principle which life 
insurance involved, that of ‘Bear ye one an- 
other’s burdens.’ 

What Experience Has Taught. 

“The experience of fraternities has demon- 
strated five facts of greatest. value to these 
organizations in the future: 

“First. Rates must be calculated on mor- 
tality tables. 

“Second. Reserve provisions must be made 
to equalize the hazard of increasing age. 

“Third. Provision must be made for an 
adequate regular increase in membership, 

“Fourth. Fraternal orders by their method 
of economy of management can grant insur- 
ance at less cost than does the old-line com- 


“Fifth. Fraternal insurance properly con- 
ducted more nearly covers all the needs of the 
people, 

Efforts to Readjust Rates. 

“There has been a commendable continuous 
effort on the part of fraternal organizations to 
safeguard the interests of their membership by 
bringing about a readjustmetit of rates to meet 
the requirements of mortality tables and ex- 
perience. Fraternal societies have had the 
same experience that early life insurance com- 
panies had. They were called into existence 
to meet a want that life insurance companies 
in their dark days did not seem to supply. 
They went to the other extreme of cost, gro- 
ping their way and learning by experience that 
contracts of life insurance payable in the 
future must be provided for, not only by an 
adequate present cost but also by an accumula- 
tion to equalize the increasing hazard of in- 
creasing age. 

What Experience Has Determined. 

Despite their experience and unscientific 
rates they have grown until their membership 
equals that of regular life insurance companies, 
and countless homes have been blessed and 
protected by the hundreds of millions paid to 
the beneficiaries of deceased members; they 
have demonstrated, too, that the expense of 
collecting and distributing of these millions 
can be done at a minimum cost. Instead of 
being competitors of the regular life insur- 
ance company they have been the educators 
of the need of life i insurance, and this reform- 
ing of the fraternal organizations must be left 
to gradual growth, and not attempts by dras- 
tic measures to make them either-better than 
are the regular life insurance companies, and, 
failing in this, kill them off. The member- 
ship should at all times and on all occasions 
be impressed with the fact that nothing for 
any length of time can replace a rate calcu- 
lated on mortality tables, and that no organi- 
zation can permanently live and ignore the 
fundamental principles involved in life insur- 
ance. 

Inadequate Rates a Crime. 

“What a blessing it would be to the country 
if all fraternal societies collected adequate 
rates. I almost feel that I could agree with 


Prof. B. H. Meyer of the University of Wis- 
consin, who, in an address recently delivered 
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before the International Congress of Arts and 
Science at St. Louis, said: ‘To continue to 
solicit membership at rates which have been 
condemned by a competent authority is at 
least as culpable, if not worse, than to receive 
deposits in a bank after the same is known to 
be insolvent and the latter has long been a 
criminal offense.’ ” 





Alfred James. 








Alfred James, president of the Northwestern 
National of Milwaukee, died at his home in 
that city last Sunday-at the age of 73. Mr. 
James had not been in vigorous health for a 
year, but no serious results were anticipated. 
He was at his office last Friday and left say- 
ing he felt as well as usual. On Saturday he 
was stricken with violent pains while tele- 
phoning at his house, the gravity of the 
malady being at once recognized. 

Mr. James is survived by a widow, a 
daughter, Miss Venice, and a son, Alfred F., 
second vice-president of the Northwestern 
National. The son was on his way by boat 
from Cuba to New York City, when the de- 
mise of his father occurred, the tidings being 
conveyed to him as he stepped from the boat. 
A daughter, Mrs. Kennan, died a few months 
ago. The funeral took place on Wednesday. 

Mr. James was born in Scotland, coming 
to America with his father when 14 years of 
age. He ran away from home and became a 
sailor, serving in the French, English and 
American merchant marine for ten years. 

In 1856 he embarked in the local agency 
business in Chicago with S. C. Higginson, the 
firm being Higginson, James & Co. Later he 
formed the agency of Alfred James & Co., 
E. M. Teall, now president of the Chicago 
Board, being his partner. Later Judge L. H. 
Davis, S. F. Requa and Mr. James started the 
firm of Davis, James & Co. Mr. James, P. D. 
Armour and Alexander Mitchell were inti- 
mate friends. The two latter had great con- 
fidence in Mr. James as an underwriter. They 
were interested in the Northwestern National 
and induced Mr. James to become its vice- 
president. Since then his career has been 
that of his company. 

Mr. James’ career in the underwriting field 
has been an interesting study to all. He has 
always had the utmost confidence of his di- 
rectors and those associated with him in the 
Northwestern National. When employes and 
agents were loyal to him and the company, he 
stood by them through every emergency. 
Some field men who have become incapacitated 
on account of ill health can pay tribute to Mr. 
James’ generosity. 

His course in underwriting was directly 
antagonistic to that of almost every other com- 
pany, and hence there were constant collisions 
which engendered bitterness and_ hostility 
against the Northwestern National. Mr. 
James has always selected the classes of busi- 
ness that it would write, has had his own 
system of commissions, has followed his own 
rates and has refused religiously to co-operate 
with any organization, 

Mr. James being of Scotch birth and an- 
cestry inherited much of the combativeness 
and intensity of that people, and as he grew 
older these characteristics came more and 
more to the surface. He was a man of strong 
convictions and followed them out regardless 
of consequences. He has always made money 
for his company and has developed it into a 
first-class financial institution. 

But few underwriters agree with Mr. James’ 
system of underwriting, firmly believing that 
his methods, if followed by many companies, 
would create havoc and disaster. He lost no 
occasion to pay his respects in most emphatic 
terms to the Western Union. The separation 
movement struck him amidship, and when his 
company was forced out of an office very fre- 
quently he instructed his field men to protect 
his business at any cost. Mr. James carried 
with him all his life the effects of his ‘sea- 
faring experience. He smacked much of salt 
water and the courage of a tar. Mr. James 
gave his life to the Northwestern National. 
He lived in and for that company. It was 
perhaps his .chief delight and the object of 
his affections. 

Aside from his business life Mr. James was 
an interesting character. He had a wealth 
of experience to relate, and it was an educa- 
tion to hear him descant on his life on the 





ocean. He was fond of his family, a man of 
the utmost integrity, sturdy character and good 
habits and a splendid citizen. 

It is not generally known that when the 
Western Union was founded Mr. James was 
present at the opening session and seemed to 
be in favor of the organization. At the end 
of two days he announced that he would not 
identify himself with it, and since that time 
has been its most bitter enemy. He took 
every occasion to give interviews to the pa- 
pers condemning the movements of the Union, 
and when asked to co-operate he made known 
his views in characteristic letters and in no 
unmistakable terms. He seemed to lack faith 
in the good intentions of the great majority 
of union members. Even the non-union com- 
panies are opponents to the Northwestern Na- 
tional. 

What the future course of the company will 
be is a matter of speculation. Mr. James has 
been the great factor in its existence, and is 
responsible for its policy and its success. His 
was a strong individuality which was able to 
stand against the enmity of almost every com- 
pany in the business. It has been often stated 
that there is but one Alfred James in the 
business who could carry a company through 
the underwriting field following the policy that 
he did. His son is second vice-president, the 
first vice-president being W. M. Patton. These 
two men have been at the right hand of Mr. 
James for some years. 

Mr. James’ most recent achievement was to 
get a handsome office building started to house 
the company. It is nearing completion with- 
out him who was responsible for it witnessing 
the house-warming. 

The directors of the company met Tuesday 
and passed appropriate resolutions. His of- 
fice force held the president in high esteem, 
and all pay tribute to his justice. 

At a special meeting of the Milwaukee 
Board, appropriate resolutions were adopted. 





SAYS HE WILL SPRING A SENSATION. 


Walter M. Cowell of Kenosha, Wis., Claims to 
Have Received Letters Laying the 
Writers Open to Indictment. 


Walter M. Cowell of Kenosha, Wis., who 
has been indicted by the Cook county (IIl.) 
grand jury, along with “Deacon” W. A. Lowell, 
on the charge of conspiracy to defraud in 
connection with certain wildcat insurance con- 
cerns, is about to make things warm for some 
people, according to the Transcript-Courier 
of Kenosha. He claims to have received, 
since his arrest, a number of letters from 
different places in Illinois and Wisconsin, 
making threats, and, as Mr. Cowell claims, 
laying the writers open to indictment for 
compounding a felony and for breach of the 
postal laws in forwarding letters which have 
been refused passage through the mails. 

He states that in one of these letters an 
offer was made to sell him a policy in the 
Union Lloyds for $100, the writer stating 
that Postoffice Inspector Ketcham wanted to 
get hold of the policy to assist in the prose- 
cution of the wildcat cases. It is stated that 
when this letter, originally sent to the Union 
Lloyds at Chicago, was returned because the 
concern was refused the privileges of the 
mails, it was placed in another envelope and 
forwarded to Cowell. According to the 
Kenosha paper, Mr. Cowell is planning to turn 
over these various letters to Inspector 
Ketcham. 

He claims that the evidence on which the 
grand jury indicted him was manufactured 
by Lowell in an effort to clear himself and 
his associates. 





MAY HAVE SOUTHERN DEPARTMENT. 


It is reported that the object of the visit of 
Secretary Rothermel, of the Traders, in At- 
lanta is to establish a southern department at 
the home office. It is said that a capable 
man will be placed in charge of this depart- 
ment, with the title of general agent. A 
special agent for Georgia, Florida and Ala- 
bama, and another for Louisiana and Mis- 
sissippi are also said to be a probability, if 
the scheme that is contemplated carries. 





The Dubuque F. & M. has entered the 
National Map & Inspection Company of Chi- 
cago, 





CLASH OVER LIABILITY ON A BOND. 


J. P. Dalton Seeks Accounting from the Fire 
Association on the Business of W. H. 
Cunningham, Former Manager. 


Considerable interest is being taken in the 
effort of James P. Dalton of Chicago, to se- 
cure an accounting from the Fire Association 
on the bond of W. H. Cunningham, former 
western manager of the company, who died 
in 1900. Mr. Dalton was the father-in-law of 
Mr, Cunningham and went on his bond in 
1872 for $10,000. Mr. Dalton in his petition 
admits that Mr. Cunningham was behind in 
his account in excess of the amount of the 
bond, but claims that the Fire Association 
allowed him to run behind in his accounts 
instead of insisting on proper remittances at 
the end of each month, 





RECORD OF FIRE LOSSES. 


The Journal of Commerce says as to fire 
losses: 


“The fire loss in the United States and 
Canada during November shows a loss total 
of $11,515,000. This is about $2,000,000 less 
than the same month last year, but about 
$1,000,000 more than the figures for November, 
1902. 

The following table shows the entire years 
1902 and 1903 and also the first cleven months 
of 10904: 








1902. 1903. 1904. 
January ...$15,032,800 $13,166,350 $21,790,200 
February .. 21,010,500 16,090,800 90,051,000 
March ..... 12,056,600 9,907,650 11,212,150 
BEETLE acres 13,549,000 23,623,000 
2 16,366,800 15,221,400 
SD as v0 &e 14,684,350 10,646,700 
Oa x0« vee 12,838,600 92% 
August 8,428,350 § ‘ 
September . 9,939,450 14.387,650 
» October 10,409,800 12,866,200 
November .. 13,589,550 11,515,000 
Total, 11 
mos. .$134,644,350 $138,970,900 $232,941,700 
December . 14,616,500 kk eee 
Total for 


year ..$149,260,850 $156,195,600 





FORM A NEW ORGANIZATION. 


The companies that do not belong to the 
Eastern Union operating in the eastern field, 
have organized the Information Exchange. 
J. B. Branch, president of the Providence- 
Washington, is elected president of the ex- 
change, and W. H. Stevens, president of the 
Agricultural, vice-president. The organiza- 
tion is intended to get reforms, including a 
reduction of expenses, and to facilitate the 
exchange of fire underwriting information and 
views. A secretary will be appointed later, 
who will look after the detail of the work. 








Western Underwriter 
Want Ads. 


One dollar for first insertion. 
75 cents for each subsequent insertion. 
Special rates on ten or more insertions. 











WANTED—Two experienced life men as man- 
agers. Our offer will get you. We also want 
some personai writers. The Washington policy 
is the contract to sell. Learn what we have to 
offer. Address E. A. Davis, State Manager, 514 
Tribune Bldg., Chicago. 








WANTED—A young man connected with a 
prominent insurance department desires to obtain 
a general agency for a surety, casualty, liability, 
accident or iife company. ‘Territory in Missouri, 
South or Southwest preferred. Good recommenda- 
tions. Address J. A. M., care Tue Western UN- 
DERWRITER, 164 La Salle street, Chicago. 


INSURANCE BROKERS—An  old-established 
firm in Chicago is desirous of buying up the busi- 
ness, large or small, of brokers contemplating re- 
tiring; communications confidential, BROKERS, 
3, care THE WersSTERN UNDERWRITER, 164 La Salle 
street, Chicago. 





WANTED—Situation as special agent of a rep- 
utable fire insurance company, by a young local 
agent with brains and ambition. Correspondence 
solicited. Addess Special, T1, care THe Wrst- 
ERN UNDERWRITER, 164 La Salle street, Chicago. 








WANTED—A few competent men for @istrict 
agencies in Michigan. Must be good closers and 
field organizers, with good, clean records—men 
who desire to be permanently identified with a 
first-class, old-line, progressive, young company. 
Address AMERICAN CENTRAL LiFE INSURANCE Co., 
Indianapolis. 
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ATTACK ON THE CHICAGO BOARD. 


Members of the Chicago Underwriters As- 
sociation are considerably stirred up over the 
attack on the validity of the association by 
the attorneys for Frank F. Holmes, in his 
proceedings against the association. The hear- 
ing has been held before Judge Brentano in 
Chicago for several days. Attorneys for Mr. 
Holmes claim that the association is in viola- 
tion of the anti-trust laws, that it is stifling 
competition, and that, by an elaborate system 
of espionage and penalties, it attempts to rule 
its members with an iron hand. 

Attorney Furber, who made the main argu- 
ment, declared that a man could not retire 
from the association and continue in the in- 
surance business without being ostracized by 
the members of the association. He explained 
how non-intercourse is declared against out- 
siders or those who are expelled. He quoted 
the law prohibiting the suppression of com- 
petition in the letting of public contracts and 
claimed that the Chicago Underwriters Asso- 
ciation was guilty of conspiracy in attempting 
to thwart Mr. Holmes in protecting his bid. 
Attorney Furber argued that Mr. Holmes had 
— done ‘what he was compelled to do under 
the law and that the members of the under- 
writers association were endeavoring to make 
him violate the law and go back on his bid to 
take the insurance for the county. 

The association is attempting to show that 
Mr. Holmes knew that the county rates were 
to be revised and then made his bid at the 
old price, in violation of the rule prohibiting 
such an act. Counsel for the association de- 
clared that Mr. Holmes could have withdrawn 
his bid at any time before the bids were 
opened and not forfeit his check that went 
with the bid. It is also contended that Mr. 
Holmes violated the rule prohibiting a mem- 
ber from rewriting a risk at the old rate 
when he knows that the hazard or occupancy 
has increased. It is held by the association 
that it has authority to discipline its members, 
provided its rules are not in conflict with the 
laws of the State. 

Mr. Holmes’ attorneys held that the ad- 
vertisement for bids by the county was not 
legal, as it stipulated that the rates and forms 
must be in accordance with the rules of the 
Chicago board. They declared that attempts 
had been made in the past in awarding con- 
tracts to stipulate that union labor only 
should be employed, and the courts had held 
that such limitations should not be made. 

The attack on the association, together with 
the knowledge that the attorney-general of 
Illinois has asked for all the affidavits and 
arguments, is creating much solicitude in the 
Chicago ranks. Many members have held 
all along that this case should not have been 
allowed to get in-court, and that it could 
easily have been arbitrated if Mr. Holmes 
had been brought in conference, and the whole 
matter gone over in a friendly way. 


++ ++ 
CELEBRATING HIS TENTH ANNIVERSARY. 


General Agent Downing of the Philadelphia 
Underwriters has issued a letter to his agents 
stating that at the close of the present year he 
will have completed ten years service as gen- 
eral agent of the institution. It has gained 
much favor among the agents and they pro- 
pose to signify their good-will by a few choice 
risks. 

+e ++ 
PONDEROUS DOCUMENTS FILED. 

The various affidavits filed in the case of 
Frank F. Holmes against the Chicago Under- 
writers Association are somewhat amusing. 
Evidently the attorneys for the association 
anticipated that its legality would be at- 
tacked and hence fortified themselves with 
ponderous documents to disprove the claim. 
The history of organized effort among the 
Chicago local agents was given from 1837 by 
Secretary Trimingham. The different organi- 
zations that have flourished in the city from 
that time to the present were given, all being 
shown to have humane and philanthropic mo- 
tives. The great fire of 1871 was described 


in lurid language and the lenses of the com- 
panies were given in striking arrays of fig- 
Another affidavit was filed intending 


ures. 





to show that all the companies were not mem- 
bers of the association. The Milwaukee Me- 
chanics and the Northwestern National were 
the only stock companies mentioned, but a 
long string of mutuals and Lloyds was given 
forming a great array of companies hostile 
to the association. Even the Indemnity Ex- 
change and H. J. Straight’s Merchants Ex- 
change came in for honorable mention. 

The most illuminative affidavit was from 
Charles N. Bishop, city manager of the North- 
ern, who declared he was an expert in the 
business and had watched the progress and 
developments of fire underwriting for thirty 
years. Mr. Bishop showed how benevolent 
the companies were; how they had banded 
together to reduce incendiarism, to promote 
good building ordinances, get improvements 
in property and to secure proper classification 
of risks so that property would not be over- 
insured and wildcats would find no lodging. 
He brought forth statistics to show the small 
profit in underwriting and explained how 
there were local boards in all parts of the 
country, these boards being for the purpose of 
giving the policyholders good service. He 
showed how detrimental to the public it 
would be to have each company getting its 
own rates and making its own inspections. 
Then he led up to the Baltimore fire, showing 
the amount of area burned, the amount of 
losses and the amount paid in insurance. 
Rochester was handled in the same way. Then 
he filed a circular gotten out by the Western 
Union, which he described as a beneficent in- 
stitution, it revealing the losses of companies 
and the necessity for a conflagration charge. 

The affidavits of the officials and the ex- 
ecutive committee all. attempted to prove 
that. they were ideal gentlemen, serving their 
country faithfully, being without spot or 
blemish, not intending to throw any stones at 
Mr. Holmes or desiring to cause him any 
injury. 

The elocutionary effort of Attorney Starr 
of the association enhanced and embellished 
the classical productions that were given by 
the officials and members of the association. 

+t ++ 


TORNADO POLICY IS READY. 


The sub-committee of the general committee 
appointed at the meeting of companies to 
draft a form of tornado policy has about com- 
pleted its work. The committee got sample 
policies from all the companies and out of 
these has formed a policy that is thought 
embraces the good points of all of them. It 
will be recommended to the companies for 
adoption. The chairman of the committee is 
Assistant Secretary Tuttle of the Continental. 
It is not likely that a meeting of companies 
will be held until after the first of the year, 
owing to the heavy work that always comes 
at the close of the year. 

++ ++ 
WAIVER OF SUBROGATION. 


Of late the railway subrogation clause has 
been bothering insurance companies, as there 
has been a great variety of forms, each one 
more objectionable than its predecessors, all 
relieving the railway companies from fires 
occasioned through negligence of employes or 
otherwise, and, in order to offset the ingenuity 
of railroad attorneys, the governing committee 
has referred the matter to a sub-committee 
which has made its report, recommending that 
companies adopt the following form and per- 
mit no others: 

“Notice is hereby acknowledged that the 
assured has waived his right of recovery from 
railroad for any damage by fire oc- 
curring to the property hereby insured.” 

A scale of charges is to be incorporated in 
rates of various classes of property where 
right of recovery has been waived. 

++ a+ 
COMPANIES AND OHIO FIRE MARSHAL TAX. 





Some of the field men and company officials 
in Ohio are of the opinion that the statement 
to the effect that companies are willing to con- 
tribute to the support of the fire marshal’s 
office, if properly conducted, is wrong. They 
say that the companies do not feel that they 
should be required to support an office that is 
designed primarily for the benefit of the peo- 
ple, although they, too, receive some of the 
good resulting from it. They feel that there 
is an injustice in taxing a class for the good 





of all. But more than anything else, com- 
pany officials feel that they are already paying 
a heavy tax. Of the amount collected from 
fire companies, about $200,000 is annually 
turned into the state treasury. 

These men say that the fire marshal’s office 
should be an adjunct to the insurance depart- 
ment and the expenses paid from the general 
fund received as taxes from the insurance 
companies, After doing this there would still 
be a nice balance to go to the treasury. In 
this way the department would be supported 
by the taxes now paid, and which are already 
high. 

Again, the insurance commissioners of other 
States are watching the results of the fire 
marshai’s work in Ohio, As indicated at the 
convention of these officials, several of them 
may attempt to have fire marshal bills passed 
at the next session of their legislatures _and 
the expenses taxed up at the rate of one-half 
of I percent on the premium receipts. This 
would further deplete the underwriting profits 
of the companies or precipitate a legal fight, 
neither of which are at all desirable. They, 
therefore, believe, if a vote was taken the 
companies would declare against paying any- 
thing for the support of this office, more than 
they are now contributing through the insur- 
ance department. 





WILL BEGIN WRITING FEB. 1s 


The Southern Fire of Lynchburg, Va., cap- 
ital $100,000, which has just been chartered, 
will commence writing business Feb. 1, 1905. 
The company has not yet determined the 
exact territory in which it will operate, but 
it is certain that it will extend its field first 
in the Southeast. It is backed by representa- 
tive insurance men. 





WILL ARRANGE SCHEDULE OF CONSTRUCTION. 


The Kentucky & Tennessee Board has 
appointed a special committee to arrange a 
schedule of standard construction for whisky 
warehouses and for making charge for quick- 
aging processes, 





WITHINGTON GOES TO IOWA DEPARTMENT. 


F. S. Withington of New York becomes ac- 
tuary and examiner for the Iowa department 
to succeed Dr. J. M. Emery, who resigned 
recently to accept a position with a Des 
Moines insurance company. Mr. Withington, 
who is about 45 years old, has been with the 
Mutual Life of New York for twenty-five 
years. He has been in charge of the valua- 
tion of the policies of the Mutual Life for the 
past year. He will move his family to Des 
Moines and assume his new duties Dec. 12. 





GERIIAN UNION IS REVIVED. 


The German Union Fire of Delaware, 
which reinsured in the Star of Louisville a 
few months ago, has been revived. It will 
enter Delaware regularly. The company will 
write surplus lines in the West, Charles 
Brock-Jones & Co., 159 La Salle street, Chi- 
cago, being general agents. 





STEVENS.—W. H. Stevens, secretary of the 
Agricultural, has been elected president to 
succeed the late A. H. Sawyer. This ad- 
vancement is most gratifying and rewards a 
most estimable gentleman and able official. 
All who heard or have read Mr. Stevens’ 
paper before the last meeting of the Fire Un- 
derwriters Association of the Northwest feel 
an uplift from coming in touch with such 
gracious expressions and such refinement of 
language. It was one of the most brilliant 
gems in the coronet of the Northwest pro- 


ceedings. 
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QHIO AND WEST VIRGINIA. 


OBJECT TO THE RENUIIBERING PLAN. 








Companies Say the Renaming and Renumber- 
ing of Streets of Cleveland Would Cost 
Them Many Thousands of Dollars. 


Insurance companies are instructing the 
agents in- Cleveland to use their utmost en- 
deavors to prevent the contemplated move on 
the part of the Cleveland Chamber of Com- 
merce to renumber and rename all the streets 
of Cleveland. It is estimated that such a move 
would call for an expenditure of $45,000 to 
replace the insurance maps and an additional 
$5,000 for republishing estimate cards, surveys 
and records, to say nothing of the endiess 
amount of trouble and additional expense to 
companies, real estate people and trust com- 
panies, while the change is heing made. 





““ BERNIE ’’ TAKES A NEW JOB. 
Bernard C. Boerman of Cincinnati, gen- 
erally known among the insurance men as 
“Bernie,” has gone into the office of George 
W. Neare, Gibbs & Co., to take the place of 
the late G. Douglass Neare. He was with 


Law’s Insurance Agency twenty-three years. 
++ 


GET SOLE AGENCY OF CAMDEM. 

Fred P. Thomas & Co. have been appointed 
sole agents for Cleveland of the Camden Fire 
Insurance Association of Camden, N. J., which 
has recently entered Ohio. According to its 
last statement, the Camden had over $1,000,000 
assets and $300,000 net surplus. 

we a+ 
DANGER AT CLARKSBURG, W. VA. 

The long-continued drouth in West Vir- 
ginia is having its effect in some towns. The 
Parr Lumber Company’s loss at Clarksburg 
last week is attributed to the city water sup- 
ply giving out on account of the drouth. 
Clarksburg derives its water supply from the 
West Fork, a tributary of the Monongahela 
river. The river is almost dry, and the sup- 
ply for the city has been cut off. Factories 
have been compelled to shut down for want 
of water to run their boilers, and special 
meetings of the city council. have been held 
to devise means of supplying the city with 
water. Should a fire get started that place 
would be in a most dangerous situation. 

++ a 
OHIO AGENCY APPOINTMENTS. 

“tna—Frank B. Crayton, North Kingsville; 
rank L. Berbour, Wellsville. 

Atlas—Wm. M. Weakley, Millersport; Williams 
& Mellvaine, Lorain. 

Camden——Fred P. Thomas & Co., Cleveland. 

Continental—Carl E. Weaks, Mt. Vernon; Ed. 
(. Waters & Co., Toledo. 

Firemens, N. J.—J. K. McClung, Jackson; The 
Tuttle Warn Co., Painesville. 

Ger. Alliance—Arthur N. Kaley, Massillon. 

Ger. Amer.—Pardee & Durling, Wadsworth. 

Germania—Harry 8S. Core, Columbus Grove. 

Indemnity—W. E. Van Eman, Findlay. 

National, Ct—Jay D. Brown, Basil; J. K. 
Allen, Greenwich. 

. B. & M.—Jno. F. Hamilton, Marietta. 

North River—John H. Chisholm, Salem; Ward 
& Boyle, Circleville. 

N. W. Nat’l—Jas. A. Davey, Sandusky; John 
Hl. Cothran, Napoleon. 

Norwich Union—O. W. Donart, Pauiding. 

Ya. Fire—Arthur E. Johnson, Prospect; F. M. 
G. Sibert, Weston; W. E. ee Bloomdale ; 
Arthur E. Klotz, Prairie Dep: 


Phenix, Ct.—F. 8. Bailey. Ww ellsville; Speed & 
Keller, Cleves. 


Queen—C. G. Ensign, Madison; J. B. Jones, 
Montpelier, 

Roch. Ger.—Lippman Liebman, Hamilton. 

Royal—F. H. Brooks, Chagrin Falls. 

Security—Chas. P. Wickham, Jr., Norwalk. 

Stuyvesant—W. H. Herman, ‘Cleveland. 

United Firemens—Hecklinger & Co., Warren. 


ae at 
WARNS OWNERS OF SPRINKLED RISKS. 
The Cleveland Inspection Bureau has sent 
out a circular letter to owners of sprinkled 
plants, calling their attention to the care that 
should be given the systems in order to keep 
them in good working order during the cold 
veather. Often when this is done, the con- 
nections become frozen or something happens 
o the supply pipes, so that when occasion 
arises for the use of the sprinklers they will 
not operate properly. With good care, sprink- 
lers can be depended upon, and the object of 








the bureau is to keep constantly before the 
owners the necessity of always having them in 
working order. 

++ ++ 


FIRE OUTSIDE OPENED SPRINKLERS. 


When the Pinneo & Daniels wheel factory 
at Dayton was equipped with automatic 
sprinklers a few years ago, the line was taken 
by the factory mutuals.- Heller & Bundenthal, 
local agents at Dayton, gained control of the 
line recently and placed it in stock companies, 
the policies being dated Dec. 1. Before they 
had been in force ten hours, fire broke out in 
the sawing shed, and, spreading to adjoining 
sheds, destroyed a lot of hub blocks and other 
material and caused a loss of about Io per- 
cent, the line being $90,000. The buildings 
burned were not sprinkled. 

The heat in the main factory building 
opened a number of sprinkler heads and caused 
considerable damage to finished stock by 
water. 





DO NOT LIKE FIREWORKS CHARGES. 


Agents at Some Points Object to the New 
Charges, Claiming That the Rates 
Should Cover Them. 


The new rule requiring charge for permits 
to keep fireworks for sale is calling forth 
protests from agents throughout the country, 
particularly in Ohio. At Dayton agents claim 
that rates promulgated take in this privilege, 
and at Canton the matter was brought before 
the Stark County Underwriters Association a 
few days ago and the members declined to 
agree to any price for such endorsements. 
The position taken by the members is that 
all rules in regard to endorsements and rates 
must be in their rate cabinets in order to be 
observed by the local agents. The supposition 
is that the schedule should cover all charges, 
and, in case new endorsements are made, 
there should he a card put in the cabinet pro- 
viding for them. It is understood that the 
agents will be notified to collect the charges 
where necessary. 





COMPLAINT FROM NEWCOMERSTOWN. 

The agents at Newcomerstown are com- 
plaining of rate-cutting on part of one or 
two of the Coshocton agents, who are said to 
be invading the field and getting business at 
cut rates. The matter will be brought to the 
attention of the county board to see if the 
conditions cannot be remedied. 

++ a+ 
HARRIS JOINS INSPECTION BUREAU. 

H. C. Harris has joined the Ohio Inspection 
Bureau as electrical inspector in Columbus. In 
the future the electrical work in the Capital City 
will receive careful attention. Mr. Harris was 
a member of the commission on electricity at 
the St. Louis Fair, and much of the wiring 
about the big show was done under his direc- 
tion. He also served in the navy with the 
rank of lieutenant and later had charge of an 
electrical company in Chicago. 

Mr. Harris will inspect all the new work 
and when he has spare time will aid the other 
inspectors with the old work. Both of the 
large lighting and power companies have 
agreed not to connect up with any wiring un- 
til it is inspected and approved by the bu- 
reau. The electric contractors have also 
agreed to notify the bureau of all wiring con- 
tracts, so that inspections may be made. It 
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is possible that an ordinance may be passed 
requiring electrical workers to have a license. 





WHO SHALL RECEIVE THE BENEFIT. 


Peculiar Case Where Two Parties Claim In- 
surance on Property Whose Destruction 
Was Advantageous to Either. 


A knotty question has arisen in the settle- 
ment of the loss that occurred last February 
on the buildings located at 43 and 45 Vine 
street, Cincinnati. At the time of the fire the 
property had been condemned by the Southern 
Railway trustees and judgment had been en- 
tered, but the trustees had not paid the money 
into court and the title still remained in the 
former owners. The question now is, who is 
entitled to the insurance? The Southern 
Railway claims that, having been assessed in 
the condemnation proceedings for the cost 
of the improvements on the property, it has 
an equitable right to any insurance money 
that may be recovered. The former owners 
of the property claim that instead of being 
entitled to the insurance, the railway ought 
to be glad that it was relieved of the ex- 
pense of tearing down the buildings. Not- 
withstanding that one party has received, or 
will receive, the full value of the property, 
and the other party has not been seriously 
damaged, it is stated that the insurance com- 
panies admit that they are liable for the full 
amount of the loss. The solution of the mat- 
ter is now in court and the outcome will be 
of great interest to insurance men. 





MURRAYS TO DO LOCAL BUSINESS. 
A. K. & F. F. Murray of Cincinnati, general 


‘agents for the United States Fire for the 


States of Ohio, Michigan, Indiana and Ken- 

tucky, will write a local business at Cincin- 

nati and have applied for admission to the 

Underwriters Association. The local agency 

of Charles E. Marshall will not be disturbed. 
++ ++ 


LEIPSIC AGENTS PROTEST ON RATES. 

The local agents of Leipsic, representing 
twenty-seven union and non-union companies, 
have circularized their companies protesting 
against the new Sellers rates of October, 1904, 
claiming that the rates are so unequal and un- 
just that they cannot see their way clear to 
enforce them, and they, therefore, ask per- 
mission to use the advisory estimates of 1808 
until the companies have fully considered the 
matter. They request companies to appoint a 
committee of competent persons to examine 
the risks and.readjust the rates, 

$+ ae 
INCENDIARISM AT AKRON, 

Three fires, which occurred in Akron al- 
most at the same time Sunday, are attributed 
to incendiarism. One of them showed traces 
of coal oil where it started. The first fire 
was in the big transfer and storage building 
of the Dickson Transfer Company, in the 
business section of the city. Then the plant 
of the Summit Lumber Company took fire 
and the department was compelled to divide 
its forces. Before the second fire was gotten 
under control another barn of the Dickson 
Transfer Company, on Carrol street, took 
fire, but the blaze was put out before it gained 
much headway. Here the side of the build- 
ing was found to have been saturated with 
kerosene and a can was found near the place. 
The total loss is estimated at $120,000. 

++ ++ 
M'DOWELL TO SUCCEED MACKEY. 


The prospects now are that the agency of 
the late M. C. Mackey at Millersburg will be 
transferred to Hon. John A, McDowell. Mr. 
McDowell will settle up the estate of the late 
Mr. Mackey and will succeed him in the in 
surance field. Mr. McDowell has never had 
any experience in fire insurance work, but has 
worked life insurance and is now district man 
ager of the Equitable. 

Special agents of the National of Hartford 
and Home of New York have been at Millers 
burg, and, it is understood, placed their com 
panies with Mr. McDowell, and the balance 
will probably follow suit. It is thought that 
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none of the Mackey companies will go to any 
of the present agents at Millersburg, as they 
all have one or more non-union companies. 
The Mackey agency was the only straight 
union agency in town. 
ne ++ 
TUSCARAWAS ELECTS OFFICERS. 


The regular annual meeting of Tuscarawas 
County Association was held at the office of 
President J. R. Kurtz in New Philadelphia. 
The meeting was well attended. The follow- 
ing officers were elected for the ensuing year: 
President, J. R. Kurtz, New Philadelphia; 
vice-president, C. F. Baker, Canal Dover; sec- 
ond vice-president, M. R. Yingling, New- 
comerstown; secretary-treasurer, W. A. Wag- 
ner, New Philadelphia. Executive committee— 

C. Kelly, New Philadelphia; FE. A. Walter, 
New Philadelphia; John A. Vinton, Canal 
Dover; C. F. Baker, Canal Dover, and H. G 
Muchelnaus, Newcomerstown. ‘The organiza- 
tion is in excellent condition and the members 
of the association are maintaining good 
practices, 

All the old established agencies are members 
of the county association, and are sending 
their daily reports through the stamping office 
at New Philadelphia, There are, however, a 
number of new agencies that have been started 
since the stamping office was instituted, It is 
claimed that some of these are endeavoring to 
establish themselves by writing at less than 
tariff and hence are not sending their reports 
through the stamping office. 





OHIO AND WEST VIRGINIA NOTES. 

A new tariff for Ottawa has been furnished 
companies. 

_ Trustine P. Brown of Circleville has union- 
ized his agency. 

The Detroit Fire & Marine has withdrawn 
from Cincinnati on account of the unfavorable 
experience there. 

Carl C. Brian and Joseph S. Hughes have 
entered the insurance and real estate business 
at Salem as Brian & Hughes. 

The Buckhorn Portland Cement loss at 
Manheim, W. Va., has been adjusted at a 
little over 18 percent. About $158,000 was 
carried on the loss. 

Earl A. Reid & Co. have gone into the fire 


insurance and real esiate business at Bowling 
Green. The firm consists of Earl A. Reid 
and P. C. Prentiss. 


It is estimated that the loss on the Parr 
Lumber and Planing Mill risk at Clarksburg, 
W. Va., will amount to nearly $50,000. In- 
surance carried totals $24,000. 

Alfred Liebman of Youngstown, who has 
been associated with his brother, Louis Lieb- 
man, in the insurance business, will hereafter 
write insurance independently. 

Charles Vandenburg of Findlay has _ sold 
his insurance business to D. W. Reece, and 
J. Q. Codding of the same city has purchased 
from the Bolton agency the business of the 
National of Hartford. 

A special meeting of the Cincinnati Under- 
writers Association has been called for Thurs- 
day, Dec. 8, when a committee will be ap- 
pointed to nominate officers to be elected at 
the annual meeting in January. 

West Carrollton has added another to the 
long list of schoolhouse losses. Its public 
school building last week suffered a loss of 
from $10,000 {o $12,000, with insurance of 
$18,coo. The fire caught on the roof and is 
supposed to have been caused by sparks from 


the furnace. 
C. H. Patton, manager of the Cleveland 
Inspection Bureau, atiended the test of 


sprinkler systems in street car barns at New- 
ark, N. J., last week. The work done in 
Cleveland in the fall scems 9 have stirred 
up a general interest in this subject through 
out the country. 
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UNDERWRITING IN MICHIGAN 


EXPLAINS CONFLAGRATION CHARGES. 








Manager of Michigan Inspection Bureau Says 
It Is Considering Advisability of Charges 
for Detroit and Grand Rapids. 


Manager E. F. Chapman of the Michigan 
Inspection Bureau has sent out the following 
letter relative to the conflagration hazard and 
charges that may be made: 

“The hazard of a general conflagration in 
the business sections of our most important 
cities has, within the past year, been brought 
forcibly to the notice of fire insurance com- 
panies, whose losses have been heavy. This 
experience has stimulated investigation into 
the, conditions under which fires acquire such 
volume as to be irresistible by the means which 
have heretofore been supposed to be sufficient 
to deal with such emergencies; and it has 
been determined that a few causes are mainly 
responsible for these calamities. The cities 
have outgrown their fire protective means. 
The water supplies and the water pressure 
are in many instances found to be inadequate 
to enable the firemen to make head against 
the enormous fires generated in our vast mod- 
ern buildings. The vertical openings when 
unprotected supply a means by which fire en- 
velopes the whole contents of a building, and 
the unprotected openings in adjacent walls 
furnish a ready means by which a local fire 
spreads from one building to another, and in- 
creases to the dimensions of an uncontrollable 
volume of flame. To prevent these happenings 
it is necessary that water supplies and pres- 
sures shall be increased. It is good economy 
to spend freely to protect our communities 
from this ever-present danger. We should 
have a pressure upon our street mains suf- 
ficient for fire purposes, and the water pipes 
should be large enough to meet all demands. 
Rear windows and door openings upon alleys 
when exposed within seventy feet should be 
protected with fire-resisting doors and shut- 
ters, or wire glass windows with metal sash 
and frames. ‘The fire limits should be so ex- 
tended as to include the closely built sections 
of our cities, and the most perfect system of 
calling the fire department to a fire should be 
adopted. So pressing has the need of such 
protective means become, and so heavy have 
been the recent losses, that this bureau is 
seriously considering the advisability of an ad- 
ditional charge to be incorporated in our rat- 
ing schedules, and to be applied to all mer- 
cantile and manufacturing buildings, and their 
contents, lying within the conflagration areas 
of Detroit and Grand Rapids. This will mean 
in addition to present charges 

“1, A specific additional charge for defective 
water supply and pressure. 

A specific additional charge to all build- 
ings and their contents having unprotected 
elevator, light shaft, stairway or other vertical 
openings. 

“3. A specific additional charge to all build- 
ings and their contents having unprotected ex- 
posed openings. 

“We are aware that the collection of these 
additions to our advisory ratings will not do 
away with the conflagration hazard, nor will 
the amount received, for a long time, go far 
toward paying a conflagration loss, but they 
will make it an object for each property 
owner to correct the specified defects in his 
own premises, as well as to use his influence 
to have our city water supply for fire defense 
materially improved, to urge larger appro- 
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priations for high pressure service .and larger 
mains in our congested districts, and thereby 
secure relief from new burdens and also some 
of those now in force. 

“We most respectfully urge that you use 
your best efforts in this community to have 
such precautions taken as shall avert the dis- 
aster which, until some such action is carried 
out, will be constantly impending.” 





DEATH OF H. W. PACKER. 

H. W. Packer of Packer & Hutchinson, the 
local agents at Menominee, Mich., died in 
Oshkosh, Wis., on November 30, from cancer. 
Mr. Packer had been with the agency for 
twenty-four years, being formerly connected 
with Joseph Fleshiem when he was at the 


head of the agency. C. W. Hutchinson will 
carry on the business alone, 


++ t+ 
CHANDLER AGENCY INCORPORATED.: 

C. M. Tackels has retired from the insur- 
ance Agency of Chandler & Tackels. The 
agency has been reorganized and incorporated 
for $12,000, under the name of The George 
W. Chandler Insurance Agency. The stock- 


holders are F. I. Chandler, H. W. Courtane 
and A. B. Carey. 
+ ++ 


WARING TO THE PUBLIC. 
Commissioner Barry of Michigan has 
warned ‘the public against the Hartford In- 
surance Company of New York and the 
Pheenix Underwriters, both fostered by the 
Rogers outfit. He claims they are wildcats. 
++ — 


ANOTHER FRIEDMAN CASE. 


The case of the N. & M. Friedman Com- 
pany vs. the Royal Insurance Company was 
called in the United States Circuit court at 
Grand Rapids last week and Attorney Knappen 
for the Friedman Company argued before the 
court that the previous decision made ad- 
versely to the Liverpool & London & Globe 
was binding on the present issue. Counter 
arguments were made by Attorney Mills of 
Chicago. Ostrander of Lansing and Norris of 
Grand Rapids, and the question was sub- 
mitted to Judge Wanty ‘Thursday. The 
judge hesitated before going on with the case 
and expressed doubt as to whether the Court 
of Appeals would consent to review the case. 

++ ++ ° 
FIX UP TWO CITIES. 

The Michigan Fire Prevention Association 
is attempting to get better practices at Allegan 
and Adrian. Both cities have been in a state 
of disorder for some time. There is now a 
prospect of more co- operation among the local 
agents, and the companies are asked to use 
their good offices in promoting the best in- 
terests of underwriting by seeing that their 
local agents are in line. Better conditions pre- 
vail at both points. Field men have been 
looking after these cities and advising local 
agents to live together in harmony. It is bke- 
lieved that if the companies now do their best 
to keep agents in the straight path the difficui- 
ties will be a thing of the past. 





MICHIGAN NOTES. 


Joseph R. Pryor of Houghton, 
sold his agency to James T. Healy. 

Several residence fires have occurred re- 
cently under suspicious circumstances in 
Lockwood street and vicinity at Alpena, and 
that locality has been designated as the “fire- 
bug district.” 


Mich., has 





LEISCH GOES WITH THE WESTCHESTER. 


Charles W. Leisch of Chicago, special agent 
of the Michigan F. & M. for the Northwest. 
goes with the Westchester in Illinois and 
Iowa, 





HAWXHURST GETS THE TRADERS. 

M. M. Hawxhurst of Jackson, Mich., a 
rater for the Michigan Inspection Bureau, 
has been appointed Wisconsin special agent 
of the Traders. He is a son of W. F. Hawx- 


hurst, Michigan state agent of the Com- 
mercial Union, 
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STATE. TOPICS OF ILLINOIS. 


ATTORNEY-GENERAL HAS AFFIDAVITS 











Illinois Official Secures All the Documents 
Filed in the Holmes Case Against the Chi- 
cago Underwriters Association. 


Considerable interest is being taken as to the 
motives of the attorney-general of Illinois in 
having his representative copy all the affida- 
vits filed in connection with the Frank F. 
Holmes injunction against the Chicago Un- 
derwriters Association. The attorney-general’s 
office is taking an active interest in the pro- 
ceedings and the prediction is that something 
may drop. 

The attorney-general has appealed the Belle- 
ville cases brought against the compaiies 
which report through the East St. Louis com- 
pact, and asks for a new trial on the ground 
of error. The lower court decided in favor 
of the companies, holding they were not harm- 
ing the public by maintaining rates. 

Whether the Belleville prosecution is to be 
counterfeited in Chicago remains to be seen. 
At any rate Chicago local agents are holding 
their breath. 





DESIRE TO HOLD MID-YEAR MEETING. 


Illinois Local Agents Association Will Prob- 
ably Discuss Plans to Cope with An- 
ticipated Hostile Bills. 





The Illinois agents who believe that the 
insurance interests will have inimical bills to 
fight in the next legislature feel that a meet- 
ing of their association should soon be held in 
some central town of the State to arouse 
some enthusiasm and get the agents aligned 
for purposes of defense. The association has 
not had a meeting of consequence for some 
time except the perfunctory annual one to 
elect officers, when only a few men would be 
present. It is believed that more vim and evi- 
dence of life is needed. At least once a year 
a general meeting should be held in a con- 
veniently located city in order to keep alive 
the agency interest. THe Western UNDER- 
WRITER believes it reflects the sentiment of 
the country agents when it urges an early 
meeting at Springfield, Bloomington or Peoria. 





JACOBS BROS. THREATEN PROCEEDINGS. 


Jacobs Bros. have been acquitted at Peoria 
of the charge of arson. This firm had a stock 
of goods at Peoria which burned, and it is 
claimed the companies were suspicious as to 
the loss. The assured refused to go into an 
appraisal and put in a claim in excess of what 
the companies felt was right. The com- 
panies claimed that there was about $6,000 
worth of goods and a $3,000 loss. The as- 
sured brought suit in Missouri, filing each 
case in a different county. Now they threaten 
to sue the companies for malicious prosecution. 

+e ++ 
OBJECT TO THE FORM. 

At Hoopeston, Ill, the Hoopeston Canning 
Company is rebuilding its plant and the gen- 
eral form policies have recently been en- 
dorsed as follows: “Permission given to re- 
model and rebuild the buildings insured in 
this policy. It is understood and agreed that 
the new factory building now being con- 
structed’ on above site, and all materials used 
in the construction of same, together with the 
machinery contained therein, are covered by 
this policy.” 

The companies naturally object to this 
form, as it would be impossible to apply the 
insurance in event of loss. Several of the 
buildings are torn down, machinery removed 
and new buildings entirely are to be erected. 

ae ++ 
GOV. YATES MENTIONED FOR SUPERINTENDENT. 

Rumors are afloat at Springfield to the 
effect that Governor Yates is to become in- 
surance superintendent under Governor De- 
neen, or that he is to become the attorney 
for the insurance department. As the rumor 
makers also have several other assignments 
for the present executive of Illinois, not a 


great amount of credence is given to any 
of these stories. 
at 
TO CELEBRATE FIFTIETH ANNIVERSARY. 

The Millburn Mutual of Lake county will 
celebrate its fiftieth anniversary at its annual 
meeting on Jan. 7. The company ran ten 
years without a charter. Then, in 1865, it got 
a charter, which was so liberal that it has 
had many opportunities to sell it, as such ones 
are not granted now. The company writes 
farm business for five years at a rate of I 
percent a year, taking a note for the premium, 
on which it makes an assessment at the end 
of each year. Its agents get their pay through 
survey fees paid by the insured, and the 
company gets ten cents for each $100 of the 
face of each policy, at the time it is written, 
for expenses. The company has about $2,- 
700,c00 insurance in force in Lake county. 





CONFERRING WITH GERIIAN OFFICERS. 


Field Organizations Are Desirous of Getting 
Some Definite Line of Co-operation 
from the Company. 


Some of the officials of the Illinois State 
Board and Illinois Field Club are slated to be 
at Freeport this week to confer with the Ger- 
man as to co-operation. The German is a 
very important factor in Illinois, and its spe- 
cial agents are members of the field club. The 
State Board is anxious to know just how far 
it can bank on the German’s co-operation, and 
to this end the officials felt it best to have a 
conference with the officers of the company. 





BLOOMINGTON NEEDS ISIPROVEMENTS 


Inspector Has Been Handicapped by Political 
Opposition—Lighting Company’s Fran- 
chise Permits Overhead Wiring. 


Politics, it is claimed, has been cutting too 
much of a figure in municipal electrical affairs 
at Bloomington, certain politicians having in- 
terfered with the work of the city electrical 
inspector through influence brought to bear 
in the interests of a contractor. Charges con- 
cerning the inspector, which for a time are 
said to have been entertained by some of the 
city officials, were disproved. 

The inspector is obtaining a fair grade of 
wiring and will raise the standard still higher. 
A large number of old and defective equip- 
ments have been rewired. In the face of 
opposition the inspector has continued to do 
his duty. 


Outside wiring conditions 


are very un- 
satisfactory and a_ general overhauling is 
necessary, Most of the pole line equipment 


was approved by former inspector, and the 
present incumbent can do little to better con- 
ditions. The old lighting company’s fran- 
chise was extended to 1935, with the privi- 
lege of maintaining overhead construction. A 
threatened increase in rates may bring needed 
improvements in the business district. Some 
alleys are so blocked with wires as to prohibit 
the use of ladders by the fire department. 





ROCKFORD HAS FINE RECORD. 
Rockford at Dec. 1 had passed through a 
period of five months in which there was not 
a fire in the city causing an insurance loss. 
The total number of fires from Jan. 1 to 
Dec. I was 162, and the insurance loss to 
the latter date was only $6,248.50 for the year. 
++ ++ 
BAD REPORTS FROM MILFORD. 
Some of the agents of Milford, Ill., report 
rate-cutting in abundance. The revised rates 
are in force, but are not being adhered to. 





Miss May Newhirter of Yorkville, III, has 
been appointed agent of the Continental. 





Washington Irving, general agent of the 
Pheenix of England, at the United States of- 
fice, becomes Pacific Coast manager. 

The Charles Brock-Jones Company of Chi- 
cago has been incorporated to do an insur- 





ance brokerage business. Capital ,$2,500. 





WEEK'S NEWS IN INDIANA. 


CONFUSION OWING TO RATE ADVANCE, 








Companies Following Different Methods as to 
Collecting the Charge for Confiagra- 
tions at Indianapolis. 


There is much confusion at Indianapolis 
over securing the conflagration charge from 
Nov. 1 to Nov. 23, the time the governing 
committee of the Union was in the city, and 
the local agents adopted a resolution agreeing 
to get the charge after that date. The gov- 
erning committee decided to leave the secur 
ing of the charge from Novy. 1 to that date 
with each agent and his companies. Union 
members, however, were instructed to get the 
advance from Nov. 1, the result being that, 
owing to the indefiniteness as to the time, 
part of the month some companies are requir- 
ing it and some not. The general experience 
seems to be that if the agents find it too diffi- 
cult to get the charge it can be passed by. 
Most of the non-union companies are leaving 
it with the agents to get the charge if possi- 
ble. Some of the agents claim that if they 
are required to get it they will lose the busi- 
ness. 





INDIANAPOLIS HAS QUIETED DOWN. 





Agents Pleased With Some Concessions and 
Citizens Waiting for Improvements in 
Water Supply and Fire Department. 


Fire insurance affairs in Indianapolis are 


back to their normal condition. Local agents 


. are content that they accomplished as much 


as a decision by the governing committee not 
to put increased rates on anywhere here- 
after without sending a sub-committee to in- 
vestigate the situation there. Local agents 
also credit themselves with obtaining the re- 
duction of 5 percent on account of the new 
building ordinance. The people of the city 
are contentedly awaiting the promised im- 
provement of the water company’s service and 
of the fire department, which they were as- 
sured would result in the companies removing 
the remaining charge. The Commercial Club 
has appointed a committee to co-operate with 
other citizens’ committees and the city officials 
to do all that may be done in hastening the 
contemplated improvements. The water com- 
pany says that it has already received half the 
pipe that is to form the new main direct from 
the pumping station to the business district. 
The city engineer is making periodical tests 
of the water pressure. 

At a recent fire, where the fire department 
could get no water, investigation showed that 
the hydrants had been turned off while a new 
main was being laid in that part of the city, 
and the workmen had forgotten to turn them 
on again. The water company promptly ad- 
mitted the blunder of its employes, expressed 
its regret and its resolve to see that nothing 
of the like should occur again. 





THOMAS POE RETIRES FROM BUSINESS. 


Poe of Rushville, Ind., mentioned 
in these columns a few weeks ago as being 
the oldest fire insurance agent in Indiana, has, 
on account of failing eyesight, given up busi- 
ness, and sent in his resignation to companies. 
Mr. Poe is in his ninety-fourth year and has 
been engaged in the insurance business since 
1869. The companies and field men wili miss 
him from the ranks. 
+e 


Thomas 


++ 
TO ABOLISH PERMANENT AWNINGS. 

The city council of Lafayette will take ac- 
tion to abolish permanent awnings on busi- 
ness houses. At a recent bad fire such awn- 
ings proved one of the worst obstacles the 
firemen had to contend with, as they pre- 
vented the placing of ladders. 

ae 


VETERAN AGENT DEAD. 

George W. Mansfield, Rockport, Ind., the 
veteran insurance agent of southern Indiana, 
died recently. Mr. Mansfield had been repre- 
senting the New York Underwriters for thirty 
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years. Had he lived to Dec. 28 he would have 

been 86 years of age. For a number of years 

he has been able to go about only with the 

assistance of erutches, but continued in active 

business until a few months before his death. 
+4 ++ 


SONNTAG'S NEW DEAL. 

The American Trust & Savings Company 
has been organized at Evansville, Ind., M. S. 
Sonntag, the local agent,- being vice-president. 
Mr. Sonntag will transfer his agency to the 
new company and be at the head of its insur- 


ance department, 
++ +e 
ASKS FOR DONATIONS FOR CORPS. 

The Merchants Salvage Corps of Indian- 
apolis, which is operated by contributions 
from the merchants, is appealing to the insur- 
ance companies to make donations to its 
entertainment to be given December 28. The 
companies do not look upon the project with 


any great amount of favor. 
++ ++ 


INDIANA AGENCY APPOINTMENTS. 


Aitna—Edger & Wilt, Red Key. 

American, N. J.—F. P. Groves, Milford; C. E. 
Leffler, Colburn; G. G, Arnold, Carlisle; J. R. 
Dillon, Freeland Park; O. P. M. Ponton, Hills- 
dale; KF. Greenwell, Huntertown ; G. A. Gaylord, 
Raub; R. H. Manning, Raysville ; Walter Rector, 
Switz City. 

Citizens—Chas. B. Cormaney, Hammond. 

Com’! Union—Joshua B. Gattshall, Goshen. 

Firemens, N. J.—W. M. Leedy, Fort Wayne. 

Glens Falls—Bennett & Hall, West Lebanon ; 
W. S. Mercer, Albany; A. E. Hazelrigg, Sullivan. 

Northern, Eng.—I’. L. Wilson, Jeffersonville. 

Norwich Union—C. F. Holliday, Parker. 

Security, Ct.—V. L. Davis, Coatesville; S. M. 
Kirkpatrick, Cutler; J. Reynolds, Dublin. 

$+ a 


WILL RUN NON-BOARD. 


J. E. Henry of South Bend, Ind., has taken 
the agency of the Northwestern National. In 
an advertisement in a local paper he says he 
will operate outside the board and requests 
the citizens to telephone him and see what 
amount they can save in rates before taking 
their insurance. 

++ ++ 
VERY DRY AT INDIANAPOLIS. 


There has been no rain in Indianapolis for 
eight weeks, and things are pretty dry. There 
were more fires during November than in any 
month in the history of the fire department. 
Altogether, there were 155 fires, an average of 
over five a day. The previous record was 
135 fires in one month. The Meridian Street 
Church fire was the only one with a heavy 
loss. 





INDIANA NOTES. 


New ratings have been furnished for the 
Union Stock Yards at Indianapolis. 

The Indiana League of Fire Underwriters 
will hold its annual meeting in Indianapolis, 
Dec. 12. 

While friends were escorting the body of 
Har1ison Whiting, Hazelton, Ind., to the grave 
flames were discovered in one of the houses 
passed. The mourners stopped, formed a 
bucket brigade, extinguished the flames and 
resumed their march to the cemetery. 
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FIELD NOTES OF WISCONSIN. 


OUTSIDE WIRING IN WISCONSIN BAD. 








Municipal Inspectors Have Given It Little 
Attention and a Confused and Hazard- 
ous Condition Exists. 


Report has been made on the general elec- 
trical equipment of the State of Wisconsin. It 
has been found that municipal inspectors of the 
various cities of the State have given little or 
no attention to outside wiring, with the result 
that in most cities it is in a confused and 
hazardous condition. The interference with 
the work of the fire department when using 
ladders or water towers, and the danger to 
both life and property, due to the presence of 
signal wires in close proximity to light and 
power wires carrying high potentials, were dis- 
cussed with various municipal authorities, also 
managers of telephone exchanges and light 
and power companies. All agreed that the 
situation was more or less undesirable, but 
professed ignorance of any suitable remedy. 
The Wisconsin Telephone Company operates 
branch exchanges in most of the principal 
cities of the State, and is said to be one of 
the offenders above described. During a con- 
ference with its general superintendent and 
chief engineer, promises were made for many 
improvements. 


LANE GETS PROVIDENCE WASHINGTON. 

O. E. Lane, who formerly was with the 
Insurance Survey Bureau, and later became 
special agent of the Traders in Wisconsin, has 
taken the same State for the Providence 
Washington. 

++ ++ 
CARRIES NO INSURANCE. 

Local agents at Janesville have been unable 
to persuade the Rock County Beet Sugar Com- 
pany to carry any insurance. It has a splendid 
plant of modern construction and feels there 
is little danger of fire. 

++ ++ 
GOOD TOBACCO CROP REPORTED. 

Agents in the Wisconsin tobacco belt report 
a good average crop. This industry con- 
tributes quite extensively to the premium in- 
come and a good crop means a good line of 
insurance. 

++ + 
NEW FIRE HAZARD. 


A new fire hazard has been recently brought 
to the attention of underwriters by a recent 
fire at Milwaukee. A fine new dwelling was 
equipped with a steam heating plant and the 
boiler and pipes, except the smokepipe, were 
covered with pipe covering. Two of the cov- 
ered steampipes pass above the smokepipe and 
the latter became heated to a degree sufficient 
to ignite the canvas binder of the pipe cover- 
ing and that carried the flames to the floor 
joists above. The chimney was near the cen- 
ter of the building and the lath were nailed 
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to two-by-fours about the chimney, thus form- 
ing a regular flue that carried the flames from 
basement to attic almost instantly. Owing to 
carelessness or thoughtlessness in not put- 
ting pipe covering on the smokepipe also, and 
in not filling in between the uprights about 
the chimney, a thousand dollar loss resulted. 
And if the fire had not occurred in the day- 


time the loss would have been much greater. 
++ ne 


WISCONSIN AGENCY APPOINTMENTS. 


tua—G. W. Dudley, West Salem; Arthur 
Joannes and John W. Hansen, Green Bay. 

American, N. J.—B. C. Smith, Gillett ; N. Decker 
and W. Urbanek, Luxenburg; C. H. Herzog, Ra- 
cine. 

Germania—aAlbert C. Matthews, Blair. 

Hanover—Hilbert, Baerwald & Dawe Co., Mil- 
waukee. 

Hartford—John W. Hansen, Arthur W. Joannes, 
Green Bay; William F. Winsor, Mauston; George 
W. Dudley, West Salem; Elmer Searle, Radisson. 

State of Ill—Bert Sargent, Ripon; W. F. Win- 
sor, Mauston. 

Mil. Mech.—Nelson & Lawrence, Sturgeon Bay ; 
John L. Mahnke, Manitowoc; Hans J. Anderson, 
Lake Mills; Elizabeth Jane Atwell, Milwaukee. 

North German—Willard E. Cline, New London. 

Northwestern F. & M.—Charles N. Gorham and 
Nelson B. Bailey, Baldwin. 

N. W. Nat’l—Washington A. Vaughn, Wauseka. 

North River—Eugene K. Ansore, Green Bay; 
Joseph Koffend, Appleton; Henty J. Neuens, She- 
boygan. 

Phenix, Eng.—William R. Bourne, Shell Lake. 

Security, Ct.—E. C. Smith, Gillett. 

Security, Md.—Henry Johnson, Edgerton; Theo- 
dore Herfurth, Madison. 

Sun, Eng.—William C. Holbek, La Crosse. 

United American—BD. H. Smith, Menomonie; 
William F. Winsor, Mauston ; Levi A. Hanson, Rio. 

United States—Jesse D. Carr, Oshkosh. 

Campbellsport Mut.—W. W. Woodman, Berlin. 

Capital City Mut—John S. Spengler, Marion ; 
E. N. Bowers, Rice Lake. 

Iowa Co. Mut.—John S. Spengler, Marion; BE. 
N. Bowers, Rice Lake. 

Rice Lake Mut.—Nathan Haessly, Theresa. 


++ ++ 
TOO MANY SPARKS FLY. 


Complaint is made at Stevens Point of the 
quantities of sparks that fly from the cupola 
and smokestack of the Rice foundry. The 
smokestack is provided with a spark arrester, 
but it is out of use. The hazard to the 
foundry and the surrounding property has 
been increased to such an extent that one 
agent has cancelled his lines in the vicinity. 
The result will probably be that he will 
lose the business and somebody else will 
get it and place it, either by failing to mention 
that the spark arrester is out of use or by 
offering the risk to some company that is 
none too careful about what it writes. 

+ 


ATMOSPHERE BETTER AT BANGOR. 
Bangor, Wis., has been in bad shape for 


“some time, owing to the refusal of the agents 


to observe the advisory rates. Raters have 
been there and gotten the agents together. It 
is thought now- that affairs will go along 
smoothly. 
++ a 

NON-BOARDERS MAKE TROUBLE AT WAUSAU. 

Local agents in the club at Wausau are 
considerably aroused over the inroads of the 
outside contingent. The two largest agencies 
in the city belong to the board, but there are 
enough of the outside element to be a thorn 
in the flesh and cause considerable trouble. 
The club members are trying to hold rates 
together, although some field men who have 
visited the city believe that they will have a 
Herculean task. 





WISCONSIN NOTES. 


W. D. & S. W. Fisk have taken the agency 
¢ the Providence Washington at Green Bay, 

is. 

The agency of the Atlanta-Birmingham has 
been transferred from W. Getzloff to 
W. O. Faist at Milwaukee. 





LOCK BECOMES UNITED STATES MANAGER. 


Frank Lock of New York has been given 
the title of United States manager of the Atlas 
Assurance, which recently transferred its 
headquarters from Chicago to New York City. 
This move is taken in order to afford greater 
convenience in the transaction of the com- 
pany’s business in this country. The various 
departments in the United States will continue 
to report direct to London, as they have dong 
in the past, 
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Governor-Elect Johnson Names Prominent St. 
Paul Attorney As Insurance Commissioner 
to Succeed Elmer H. Dearth. 


St. Paul, Minn. Dec. 6—(Special).— 
Thomas D, O’Brien, a prominent St. Paul 
attorney and Minnesota Democratic National 
committeeman from 1900 to 1904, will succeed 
Elmer H. Dearth as insurance commissioner 
the first of the year. 

His appointment by Governor-Elect John- 
son was announced Monday night and caused 
considerable surprise, as he was in the midst 
of a contest for election to a district judge- 
ship, for which he was defeated by fifteen 
votes. Mr. O’Brien was not a candidate for 
insurance commissioner and accepted the ap- 
pointment with reluctance. 

In announcing the appointment Mr. Johnson 
said he contemplated several reforms in the 
office, and that he considered Mr. O’Brien 
especially qualified to carry them out. Un- 
derwriters are busy guessing what these re- 
forms are, but the governor is not ready to 
disclose them. Some believe that one reform 
is to place the insurance department strictly 
on a salary basis, but this is a matter for the 
legislature to consider. 





CHARGES IN EFFECT AT DES MOINES. 


Charges for unprotected vertical openings 
and unprotected exposures, amounting to 5 
percent for each on new insurance on build- 
ings and stocks in the conflagration district 
of Des Moines, went into effect Dec. 1. The 
charges for deficiencies in water supply and 
fire protection have been suspended till spring. 

+e a+ 


MISSOURI! AGENCY APPOINTMENTS. 


Agricultural—Linnmore M. Morrow, Marshall. 
American, N. J.—J. M. Gibson & Son, Elsberry ; 
S. W. Hoover, Harrisonville; L. D. Bartley, 
Appleton City; J. B. Foster, Clinton. 

Buff. Ger.—W. H. Fisher, Hannibal. 

Citizens—Gus N. Steffins, Russellville; James 
0. Buford, Ironton. 

Continental—W. C. Doggett, Cuba; N. Blanch 
Close, Pacific; Arch Groom, Gower; R. Hopkins, 
Ridgeway ; J. D. Fugate, McFall; John T. Walton, 
Poplar Bluff. 

Delaware—Geo. B. Cunningham, North Spring- 
field; Wm. S. Drozda, St. Louis. 

Ger. Amer.—Dale D. T. Windle, Kidder.. 

Glens Falls—Wanamaker & Petts, Brookfield; 
Guy M. Withers, Windsor; B. Fradenburg, 
Kansas City; H. B. Smedley, Marceline. 

Hartford—A. L. Robertson, Clark. 

Home—Edw. M. Reid, Jamesport; Wm. K: Mc- 
Chesney, Odessa. 

Mercantile—B. H. Hopkins, St. Charles. 

National, Ct.—Geo. W. Keebaugh, Huntsville; 
Joseph F. Sears, LaPlata. 

Pa. Fire—Frank W. Reagan, Clinton; Wm. H. 
Ilolloway, Kirksville. 

Phenix—Jacob R. Helfrich, Eldon; 

Nickson, Forest City; Wm. P. Holloway, Kirks- 
ville; Fred F. Wilmes, St. Charles; Henry T. 
Woerther, Ballwin; H. H. Burnham, Creighton. 

Queen—W. R. Holloway, Kirksville; W. H. 
Gilbert, Fillmore; O. V. Sells, Savannah; Black- 
welder & Gray, St. Louis. 

Royal—R. EE. Sutliff & Co., Huntsville. 

Star—Espenschied & Monroe, Sedalia; Geo. H. 
Musson, Braymer; Helm McRorey, Exce!sior 
Springs; Francis M. Kern, Polo; Guy M. Withers, 
Windsor; BE. L. Jeffers, Cameron; E. D. Moore, 
Liberty; John F. Kenower, Breckenridge; C. C. 
Johnson, Jr., Hamilton. 

Sun, Eng.—Samuel J. Barber, Carthage. 

: r+ ++ 


GIBSON AND MILLER PLEAD NOT GUILTY. 

Ralph Gibson and W. S. Miller of Des 
Moines, who are charged with obtaining 
money under false pretenses and also with 
embezzlement, have entered pleas of not guilty 
and demanded separate trials, which they will 
get. They are the men who are charged with 
swindling farmers north of Des Moines on 
hail and storm insurance. 

ae ae 
TO INVESTIGATE SLOW WORK AT FIRE. 

Mayor Cullum of Duluth has ordered an in- 
vestigation. of the recent fire at Park Point 
on Lake Superior that destroyed the Pierson 
plant and six dwellings. Complaints have been 
filed with the mayor by Duluth business men 
that the fire department was unnecessarily de- 
layed in arriving at the fire, 

An alarm was turned in at 3:30 p. m. and, 
according to the complaints, the steamer was 


Melville” 





not in a position to render service until 6:05 
o'clock. It is also alleged that the use of the 
city ferry and barge was tendered to the de- 
partment, and that the offer was not ac- 
cepted. Chief Block says that he ordered the 
tug Superior to the scene, believing that its 
two pumps were sufficient, and that the boat 
was at work fifteen minutes after the alarm 
was turned in. 
Sa ~~ 
EAST MINNEAPOLIS TO HAVE PATROL. 

East Minneapolis is to have a fire insurance 
patrol. Property has been purchased at 
University avenue and Sixth avenue, S. E., 
on which a large two-story stone building will 
be erected. It will be equipped in the latest 


and best style and will be headquarters for a 
corps of ten men. 





WILL FIGHT FOR ANTI-COPMPACT LAW. 


Iowa Retains Special Counsel to Assist Attor- 
ney-General in Prosecuting Appeal to 
Federal Supreme Court. 


In the hope of sustaining the validity of 
the Blanchard anti-compact law of Iowa, 
Governor Cummins of that State and his as- 
sociates on the executive council have em- 
ployed Col. C. A. Clark of Cedar Rapids, Iowa, 
to assist the attorney-general in prosecuting 
the appeal to the Supreme court of the United 
States. 

Colonel Clark held a conference with Iowa 
state officials during the past week, and a mo- 
tion will be made at once by the State to have 
the case advanced on the federal docket and, 
if this is granted, it may be heard within the 
next three months and a decision secured. 
Otherwise, there will be a year or more of 
delay. 

Judge Smith McPherson held the anti-com- 
pact law unconstitutional about a year ago, 
on the ground that it is not any more possible 
for the State to prevent insurance companies 
from agreeing upon rates than-to prevent in- 
dividuals from agreeing upon prices. 





DES MOINES AGENCIES CONSOLIDATE. 


The Joel Tuttle fire insurance agency and 
the Baird, Chenoweth, Taylor agency at Des 
Moines have consolidated under the firm 
name, Baird, Chenoweth, Taylor & Tuttle, to 
become effective Jan. 1. The new firm will 
have offices in the Observatory building and 
conduct a general insurance business. Baird 
& Tuttle were together seven years ago and 
later separated. Mr. Tuttle, in addition to his 
agency interests, will Jan 1 assume the duties 
as state agent for one of the big eastern com- 
panies, with headquarters at Des Moines. 

7 ~~ 
BACKSLIDE OCCASIONALLY. 

Agents at Joplin, Cameron, Stanburg and 
Marshall, Mo., erstwhile “sore spots,” are in 
clined at present to apply the rates, but occa- 
sionally some of them are offering business 
at less than the proper figures. 

aad ba ad 


ATLAS STOCK SELLING WELL. 

The Atlas Mutual Fire of Des Moines, 
which is being merged into a stock company, 
is planning to enlarge its home office. The 
sale of stock has been gratifying to the man- 
agers, and it is claimed that the $1,000,000 
stock will all be sold among Iowans. With 
this capital the Atlas will be one of.the two 
companies in the middle West with so large 


a capitalization, the American Central being 
the other. 


.+ ++ 


COMPETITIVE RATES IN INDIAN TERRITORY. 

At Shawnee and Stillwater, O. T., the Okla- 
homa and Indian Territory Association of 
Fire Underwriters has adopted the following 
resolution, which has been approved by the 
governing committee: 

“That these local boards be instructed that 
their authority to make competitive rates -is 
hereafter restricted to such cases where, in 
consideration of such competitive rate, the 
assured will enter into a written agreement, to 
be filed with the secretary of such local board, 
that the whole line involved will be renewed 
with board agents exclusively as the policies 





mature, while such competitive rates remain 
in effect, and that the daily reports, written 
at such competitive rates, shall have thereon 
a certificate from the proper officer of the 
local board, setting forth that such an agree- 
ment is on file.” 





SAYS COMPANIES WILL NOT ASSIST. 
President Cofran of the Western Union Says 
Companies Are Comparatively Indifferent 
to Legislation in Missouri. 


In an interview given out at St. Louis last 
week J. W. G. Cofran, president of the West- 
ern Union, stated that neither the Union nor 
the large fire insurance companies individually 
would assist the local agents of Missouri in 
getting any legislation this winter. He said 
that while the companies would be pleased 
to see Missouri adopt a more liberal policy 
towards the fire insurance business, still, they 
were not sufficiently interested to go “to any 
expense whatever to bring about legislation. 
If the people of Missouri prefer their present 
laws and the high rates which such laws re- 
sult in, the companies will not exert any en- 
ergy toward bringing about a change. 





HAIL INSURANCE LAW NOT LIKELY. 

It is probable that efforts to secure state hail 
insurance will be renewed at the coming ses- 
sion of the Minnesota legislature, but it is 
doubtful that a law to this effect will be 
passed. The members of the state Senate 
who hold over from two years ago are 
strongly inclined to believe that such a law 
would be unconstitutional, and for this and 
other reasons refused to pass a state hail in- 
surance bill at the last session. There is, 
however, strong demand for state hail insur- 
ance among the farmers of the Red River 
Valley and other farming districts in Min- 
nesota. 


++ ++ 


MUST TURN OFF ELECTRIC CURRENT. 

The St. Paul board of fire commissioners 
at a recent meeting passed a resolution in- 
structing the Twin City Rapid Transit Com- 
pany to install a system of electric switches 
in accordance with an ordinance passed by 
the city council several weeks ago. Members 
of the board stated that the street car com- 
pany has neglected to comply with the law. 
The purpose of the ordinance is to protect the 
lives of firemen by requiring the electric cur- 
rent to be turned off in the vicinity of a fire. 

++ +t 


MINNESOTA AGENCY APPOINTMENTS. 


4=tna—aA, A. Burkee, Greenbush; F. P. 
St. Joseph. 
Atlas—George W. Gregory, Winona. 


Leisen, 


Com’! Union—Elmer C. Patterson, Marshall. 
Continental—P. G. Heibert, Westbrook; J. J. 
Kies, Worthington; M. Poppler, Altona: F. P. 


Leisen, St. Joseph; R. H. Klossner, Barrett; Serk- 
land & Manwaring, St. James; A. W. Dennis, Lan 
caster; M. G. Myhre. Bronson; Torjus Lundevall, 
Greenbush; E. Franklyn, Orleans; C. Evans, 
Felton. 

Farmers & Merchants—Charles D. Bentley, Mih- 
neapolis. 

German, Ill.—John M. Pottgieser, St. Paul; 
S. T. Dakin, Breckenridge; W. M. Moore, Merriam 
"ark. 

German Alliance, N. Y.—Henry E. Smith, Still- 
water. 


Michigan—Phil S. Randall, Little Falls. 


New Hampshire—Smith, Staples, Robertson 
Agency, Stillwater. 
Prov. Wash.—F. A. Christensen, Hewitt. 


Security, Ct.—W. F. Ewert, Foley; J. A. 
ner. White Bear: Joseph Metz, St. Paul. 

Springfield—Mark M. Jones, Albert Lea. 

Spring Garden—D, Wheeler, Jones & Co., 
neapolis. 

State of Ill—H. L. Hollister, Hopkins: Andrew 
Finstuen, Kenyon: Dell C. Sheldon, Pine Island. 

Traders—Peter Matson, Ada; Charles Dure, Hal- 
lock. 


Hauss- 


Min 


+e ++ 


PRO RATA CANCELLATION PROVIDED FOR. 

It is reported that the agents at Moberly, 
Mo., are writing grain in the elevator of the 
Missouri Grain Company and inserting a 
clause in policies agreeing to a prorata can- 
cellation of four-fifths of the amount of in- 
surance at any time after the expiration of 
thirty days, 

++ ++ 
WANT BROADER INSURANCE Law. 

Insurance men of the Twin Cities are dis- 
cussing the prospects of securing desirable 
legislation at the next session of the Minne- 
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sota legislature, which will open early in 
January. A bill will probably be introduced 
extending the coinsurance law so as to cover 
all risks, no matter how small. The present 
law, passed at the session two years ago, al- 
lows coinsurance on risks in excess of $25,- 
000, when the assured requests coinsurance in 
writing. 





CONTEST ON OVER ELEVATOR LOSS. 





Case Where Several Companies Refused Pay- 
ment Was Called at Grand Forks Last 
Week—Considerable Interest Shown. 





The case of the Farmers Independent Ele- 
vator Company against the Hartford Fire was 
called at Grand Forks, N. D., last week. While 
the elevator company appears as plaintiff, the 
real plaintiffs are Edwards, Wood & Co., 
grain dealers, to whom the fire insurance 
policies "had been assigned as collateral for a 
loan made to the elevator company. While 
the Hartford is the defendant, the North 
America, Liverpool & London & Globe and 
Pennsylvania are all interested. The insur- 
ance involved amounted to $21,000. That of 
the Hartford amounted to $1,500 on the ele- 
vator building at Denbigh and $4,000 on grain. 
The insurance companies have refused pay- 
ment on the ground that the building was 
located on leased land, which was not stated 
in the policies; that no permission was given 
in the policies for concurrent insurance, and 
that there was not as much grain in the build- 
ing at the time of the fire as the plaintiff, has 
represented. The case has attracted consider- 
able attention. 





THREE-FOURTHS VALUE CLAUSE. 

Owing to changed conditions the Indian 
Territory Association of Fire Underwriters 
has requested the governing committee no 
longer to apply the three-fourths loss clause 
on brick mercantile buildings and stocks in 
towns of I. 2, 3. 4 and 4% class, but to apply 
the three-fourths value clause instead. In 
November, 1900, the three-fourths loss clause 
was declared mandatory, and in June, 1902, this 
rule was modified so as not to apply on 
strictly wholesale risks, but that the 90 per- 
cent coinsurance and value clause apply in- 
stead. The governing committee has com- 
plied with the request to substitute the plain 
three-fourths value clause. 

++ ++ 
RECEIVER OF COUNCIL BLUFFS FIRE REPORTS. 
W. W. Loomis. who was appointed receiver 


of the Council Bluffs Fire in June, 1805, has 
filed his final report. It shows a balance in 
his hands of $4.924. Claims for unearned pre- 
miums numbering 1.594 and amounting to 
nearly $15,000, fire losses aggregating over 
$19,000 and miscellaneous claims amounting 
to over $12,000 have been filed with the re- 
ceiver. The attorneys have put in a bill for 
$4.498 and the receiver, who has been paid 
only $400 during the term of receivership, 
thinks he is entitled to $500 a year. It is 
evident that claimants will get little or noth- 
ing. 


++ ++ 


MUTUAL MEN'S MEETING. 

The State Association of Farmers County 
Mutual Fire Insurance Companies of Mis- 
souri held its annual convention at Lawson. 
Officers were elected for the coming year as 
follows: President, W. S. McClintic, Monroe 
City: vice-president. Wm. H. Fitch. Rich- 
mond: secretary, W. L. Shouse. Shelbina; 
treasurer, W. B. Flowers, Meadville. The 
next meeting will be held at St. Charles. 

+e ++ 
FORT DODGE AFTER LOWER RATES. 

The Commercial Club of Ft. Dodge, Iowa, 
has taken up the question of getting lower 
rates for the city. At a recent meeting a 
committee was appointed to correspond with 
the committee from Des Moines which re- 
cently visited Chicago and learn what course 
was necessary to get rates reduced. Fort Dodge 
now claims the rates are much higher there 
than in other cities of similar conditions in 
Towa and that the paving, strengthening of 
the fire department and better building done 


in the past few years entitles the city to con- 
sideration. 
++ ++ 
SEEKS TO REFORM POLICY. 

The Lakefield Mercantile Company has 
brought suit at St. Paul seeking to reform a 
policy of the Insurance Company of the State 
of Illinois and to recover $4,000 from the 
company. The plaintiff alleges that it lost 
$15,832 by a fire July 25 last, and claimed 
$10,000 in insurance, which was not allowed 
by the $4,000 policy of the defendant com- 
pany. The suit is to reform the policy so as 
to make this concurrent insurance allowable. 

+e +e 
GOES INTO MANLEY-MC_LENNAN AGENCY. 

W. L. McLennan, who has been cashier 
of a bank, has become vice-president of the 
Manley-McLennan agency of Duluth, and will 
hereafter give his time to that office. D. H. 
McLennan, of the firm, gives most of his 
attention to the railroad business of the 
agency and hence has to spend considerable 
time at the Chicago office. The agency has 
recently secured the representation of the 
Home of California. 





NEBRASKA TAXES BEING UNTANGLED. 





Companies Will Pay Taxes at South Omaha 
and Lincoln at Once and at 
Omaha Later. 





At South Omaha, Neb., the city tax of union 
and non-union companies that joined in con- 
testing the new revenue law amounts to 
$127.35 on 1903 premiums, the tax being 8% 
mills. 

At Lincoln, the city tax on 20 percent of 
1903 premiums is $600, the rate of taxation 
being 40 mills on the net assessment. ‘The 
amount being small, the attorneys suggest that 
it be paid at once, rather than undergo the 
expense of recovery. 

At Omaha, suit has been brought to cancel 
the 1904 city tax on gross 1903 premiums, and 
the attorneys have tendered the correct amount 
of tax, being on funds in the hands of Omaha 
agents October 1, 1903, amounting to $615.30, 
as agreed with the city treasurer. Pending a 
decree of the court confirming this agreement, 
it will not be practicable to accept the same 
from individual companies, hence the fifty- 
nine companies interested are being instructed 
to remit their proposition to a designated party 
in Chicago, who will receipt for it, and when 
the suit is-finally disposed of the attorneys will 
secure a receipt from the city treasurer. 





CAPTURES THE ALTON LINE. 

The Manley-McLennan agency of Duluth 
has captured another big railroad line amount- 
ing to $5,000,000, it being the Chicago & Alton. 
This firm has been remarkably successful in 
getting railroad business, and is the wonder 
of many underwriters who have tried to get 
railroad lines. The railroad business of the 
firm is looked after mostly at its Chicago office. 





GENERAL WESTERN NOTES. 


J. R. Smith of Brainerd, Minn., has sold 
his agency to Henry I. Cohen. 

F. S. Snyder has purchased the agency of 
A. A. Blue at Marion, Ia. It was formerly 
owned by C. L. Montgomery. 

Indian Territory agents are complaining 
that agents at Ft. Smith, Ark., are writing 
business in the Territory at cut rates. 

Oliver E. Johnson, Iowa special agent of 
the North America and Philadelphia Under- 
writers, has been called to the Erie office to 
assist the office force for a few weeks. 

The receiver of the Iowa Merchants Mutual 
Fire of Sioux City has been authorized to 
distribute among policyholders about $4,000, 
which is 35 percent of the amounts due them. 
It is claimed that eventually they will be paid 
in full. 





BRENT TAKES NEW POSITION. 


Henry K. Brent has resigned as superin- 
tendent of the burglary department of the 
United States Fidelity & Guaranty Company 
and accepted a home office position with the 





Equitable Life of New York. He will assume 
his. new. duties Jan. 1. 





LIFE INSURANCE CIRCLES. 


SEEK TO UNITE ON FRATERNAL BILL. 








Joint Committee of Insurance Commissioners 
and Fraternal Officers Meet in Boston 
to Consider Uniform Bill. 





This week a joint committee from the Na- 
tional Convention of insurance commissioners 
and representatives of different fraternal so- 
cieties meets in Boston to agree, if possible, 
upon the terms of a uniform bill regarding 
fraternal insurance. The commissioners al- 
ready have a bill which suits them, and the 
fraternals have one; but, as they do not agree, 
it is hoped that through a conference they will 
be able to get together and formulate a meas- 
ure, which will receive the united support of 
the commissioners and the officers and mem- 
bers of the fraternals before the state legis- 
ey which will be in session shortly after 

an, I. 





START SUIT OVER PRICE OF STOCK. 





Roy M. Marsh Claims Geo. W. Riggs and W. 
Percy Crenshaw Charged Him More Than 
They Should for Stock. 





Claiming that Geo. W. Riggs and W. Percy 
Crenshaw acted as his agents in the pur- 
chase of stock of the Mutual Life Insurance 
Company of Illinois, under an agreement by 
which he was to acquire the stock at as low 
a figure as they were able to buy it at, Roy 
M. Marsh has brought suit to collect from 
these men the difference between what he paid 
them for the stock purchased and what he 
alleges they paid for it. 

In a bill filed in the Superior court of Cook 
county, on Monday, Roy M. Marsh, who re- 
cently resigned as superintendent of agencies 
of the Mutual Life of Illinois, seeks judg- 
ment for $2,775, with interest since July 10, 
1903. Mr. Marsh represents that in June, 
1903, while he was a citizen of Galesburg, III., 
the defendants made overtures to him to 
become associated with them in the manage- 
ment of the Mutual Life of Illinois, of which 
they were then officers. He claims that they 
represented that the stock of the company 
was an excellent investment, and that, on ac- 
count of their representation, he authorized 
them, as his agents, to procure for him fifty 
shares of the stock at a price not to exceed 
$150 a share, it being agreed that if the stock 
could be secured for less he was to have the 
benefit of the difference. He alleges that on 
July 10, 1903, Riggs reported to him that he 
had secured 148 shares of stock for $20,000, 
about $137 a share; that 100 shares of this 
stock was series No. 1, and 48 shares was 
series No. 3; that Riggs offered him thirty- 
seven shares of No. 1 and seventeen shares of 
No. 3 for $7,400, that being the proportionate 
amount of what Riggs represented he had 
paid for it. 

Marsh alleges that he was not fully aware 
of the difference between the two series of 
stock and that he paid Riggs $7,400 for these 
fifty-four shares. He states that as a matter 
of fact Riggs purchased the thirty-seven 
shares of series No. 1 stock for $4,625, that 
is, $125 a share, and that Marsh did not dis- 
cover this until Nov. 8, 1904. He also claims 
that the seventeen shares of series No. 3 
stock was the property of Riggs and that 
Riggs foisted this stock on him at a profit of 
$2,775. He says that Riggs now claims that 
he sold Marsh the seventeen shares of series 
No. 3 stock for $100 a share and the thirty- 
seven shares of series No. 1 at about $145 a 
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share, but Marsh says he does not know the 
price put upon each series of stock, he paid 
a lump sum for all.° 

He alleges further that after difficulty arose 
between Riggs and other stockholders, which 
afterward got into court, Riggs was repre- 
sented by L. A. Busby, an attorney, and that 
he represented to the attorney that he was 
acting as the agent of Marsh in the man- 
agement of Marsh’s stock, and that Busby, 
by Riggs’ direction, consented to a decree of 
the court declaring the series No. 3 stock null 
and void. 

Marsh names W. Percy Crenshaw as a de- 
fendant, because he understood that in all 
these transactions Riggs was acting both for 
himself and’ Crenshaw. He prays that they 
may be tompelled to disclose the names of 
the persons from whom they purchased the 
stock sold to him and the price which they 
paid for it. 





TO SYSTEMATIZE ORGANIZAT.ON WORK 


Country Divided Into Three Territories, Each 
Under the Supervision of a Vice-Presi- 
dent of the National Association. 


Organization work is to be carried on sys- 
tematically by the new officers of the National 
Association of Life Underwriters. As has 
been stated before, President Dolph will give 
much of his attention to the associations 
already organized, visiting them and 
strengthening them as much as he -is able 
to do. The organization work will be done 
largely under the supervision of the vice- 
presidents. 

For working purposes the country has been 
divided into three fields. Percy V. Baldwin 
of Boston, the first vice-president. will have 
charge of the East, including Pennsylvania, 
Maryland and Virginia. William Van Sickle 
of Detroit, second vice-president, will have the 
territory west of the three States named and 
east of the Mississippi river. The territory 
west of the Mississippi will be in charge of 
C. C. Courtney of Kansas City, Mo., the third 
vice-president. 

Local agents in several States have promised 
to interest themselves in the extension of the 
organization in their territories, and President 
Dolph believes that a number of new associa- 
tions will be organized shortly after the first 
of the year. 

Besides an association organized at Syra- 
cuse, N. Y., through the efforts of Ex-Presi- 
dent Ward, there are eleven local bodies not 
affiliated with the National association, located 
at the following points: Denver, Colo., Okla- 
homa City, Okla., Montgomery, Aia., Port 
Huron, Mich., Macon, Ga., Mobile, Ala., 
Columbia, Tenn., Ft. Wayne, Ind., Milwaukee, 
Wis., Binghamton, N. Y., Birmingham, Ala. 

Considering the amount of preliminary work 
done in the past year by President Ward, 
which had not produced its full results at the 
close of his administration, and the further 
fact that the National officers will be assisted 
this year by the work to be done in raising 
funds to pay a salaried organizer, there is 
little doubt that 1905 will see an amount of 
organization work done which has not been 
equaled by that of any previous year in the 


history of the National association, There 
is still unorganized territory sufficierit for 


attention for some little time, then the work 
must be turned in the direction of building up 
the associations already in existence. 





NATIONAL LIFE LEADERS. 

F. L. Kernan of Louisville leads the Na- 
tional Life of Vermont in amount of 
premiums and amount-of insurance for No- 
vember. W. B. Henderson leads in number 
of policies personally written. The company 
wrote $2,346,389 during the month, it being 
its largest November, 


++ ++ 


MIDDLESEX ORGANIZING THE FIELD. 

The Middlesex Securities Company of New 
York, which issues a 44 percent bond, guar- 
anteed by the Middlesex Banking Company, is 
iow Organizing the field. Deane & Deane, 
Wells Bldg., Milwaukee, becomes Wisconsin 
managers. They were formerly with the 
\merican Guaranty Company at Pittsburg. 
Harry E, White, a home office special, is work- 





ing from New Orleans. General Manager 
A. M, Harbaugh, from the home office, is now 
in Chicago, installing L, E. Spencer as IIli- 
nois manager. Minnesota will soon be or- 
ganized. Soon after the first of the year fly- 
ing squandrons will be sent through the 
South. The company is making most of its 
contracts with fire insurance agencies. 





GETS JUDGMENT FOR COMMISSIONS. 


Frank Burman of Omaha Is Given a Verdict 
for $4,750 for Commissions Due Him 
from the Kansas Mutual. 


At Topeka, Kan., the jury in the United 
States court has given Frank Burman vf 
Omaha a verdict for $4,750 against the Kan- 
sas Union Life. The case was defended by 
the National Life, U. S. A., which inherited 
the suit from the Kansas Union, which it re 
insured. Mr. Burman was state agent of the 
Kansas Mutual in Nebraska. He claimed that 
by the reinsurance of that company he was 
deprived of $5,000 in commissions actually due 
him and suffered further damages of $20,000 
to his business. The claim of $20,000 was 
thrown out and the jury gave judgment for 
the amount before stated. Mr. Burman has 
since began suit to recover six percent in- 
terest on the amount of this judgment for the 
two years since the case became actionable. 





CHANGES ITS SYSTEM IN THE SOUTH. 


Travelers Will Shortly Arrange fur Direct Con- 
tracts Between Agents of Life Department 
in the South and the Company. 


With the beginning of the new year the 
Travelers will extend in the South the system 
now in vogue throughout the North, of having 
life agents contract directly with the company. 
Some three years ago the Travelers commenced 
the introduction of the branch office system, 
somewhat similar to that of the New York 
Life. In some States the contract of the state 
agent was amicably terminated, the territory 
divided into several districts and branch offices 
established under the supervision of salaried 
managers, a!l the agents having their contracts 
direct with the company. In other instances, 
where it was not advisable or desirable to close 
out the contracts of state or general agents, 
the contracts were modified to conform to 
some extent with the branch office system, the 
general or state agents retaining their old 
titles and remaining on a commission basis. 

When it was proposed to introduce this 
modified plan in the South the question arose 
as to how premium notes would be handled. 
It is a well-known fact that in many parts 
of the South a very large part of the life in- 
surance is written on credit, notes being given 
for two, three or four months, frequently based 
on the time at which the cotton crop or some 
other crop will be marketed. The general 
agents have been obliged to handle these notes 
for their agents; and, when it was proposed 
to have agents contract directly with the com- 
pany, the question arose how these notes could 
be handled. So serious was this that further 
efforts toward the introduction of the system 
in the South were suspended for some months 

It appears that these difficulties have now 
been overcome, and after Jan. 1 life agents 
in the South will contract directly with the 
company, while general agents will retain their 
old titles and handle the collections on a com- 
mission basis. 





REFUSED TO CONSIDER THE CHARGES. 
The grand jury at Des Moines, Iowa, has 
ignored the charges against W. B. Hanes 
and George Benkert of the American Life 
Insurance Company, who were arrested some 
weeks ago upon information of Emil Jeanette, 
a farmer, on a charge of kidnapping him and 


FREE TO LIFE AGENTS 


Book of Views of California and Semi-trop- 
ical America may be had by addressing 
CONSERVATIVE LIFE INSURANCE COMPANY, LOS 
ANGELES, CAL. ‘This should be of special 
interest to field men contemplating a milder 
climate for their winter’s work. 








obtaining money under false pretenses, in 
soliciting them to take out policies. The case 
was sensational in the extreme, but the grand 
jury refused to consider the charges after 
evidence was introduced showing that Jean- 
ette, who made the charges, was in bad odor in 
his own community. It was brought out that 
he is now a pfisoner in the Dallas county jail 
at Adel, Iowa, awaiting trial for forgery, and 
is wanted in Des Moines on the same charge. 
Jeanette has also served five years in the 
penitentiary for the same crime. 
+e vt 
GOES WITH THE MIDDLESEX. 


W. L. Sherrill, formerly one of the field 
superintendents of the Illinois Life, goées with 
the Middlesex Securities Company as field 
manager, traveling from the home office. 





NEW WRINKLE IN LIFE INSURANCE. 


Club Organized on Old-Line Basis to Get Busi- 
ness Solely Through Means 
of Advertising. 


The Life Insurance Club of New York has 
been organized as an old-line life company 
under the New York laws, with $100,000 capi- 
tal and $200,000 surplus. It will sell shares 
at $30, of which $10 will go to capital and 
the rest to surplus. 

The club is the outgrowth of the plan de- 
vised by Richard Wightman, whereby life in- 
surance clubs were promoted through adver- 
tising in magazines. Advertising was done 
in the Outlook, Success, Interior and_ the 
Century, providing for insurance or endow- 
ments on the monthly payment plan. The 
Reliance Life of Pittsburg took most of the 
business. 

The plan of the club was to secure poli- 
cies through advertising and the club fraternal 
idea, thus eliminating the agent. The promot- 
ers claim the club method through direct 
advertising has been successful. 

The result is the organization of a company 
which will get its business solely through ad- 
vertising. It is proposed to reduce the load- 
ing, because the expense of getting the busi- 
ness will not be so great. 

Stock books will be opened on 
The club’s headquarters will 
avenue, New York. 

A full furnished set of clubrooms will be 
maintained for resident and non-resident. mem- 
bers, thus introducing the fraternal feature 
as far as possible. Mr. Wightman will be an 
official. William R. Malone is secretary. 


Dec. 27. 
be 425 Fifth 





WILL BE READY SOON. 

The promoters of the Reliable Life of In- 
diana, which has been hatching several 
months, say they have got nearly sufficient 
business to entitle them under the law to a 
charter, and that they expect the company 
will be in operation by the first of the year. 

++ ++ 

RELIANCE ADOPTS DISABILITY CLAUSE. 

Commencing Dec.-1, the Reliance Life has 
upon request inserted in all participating poli- 
cies, except guaranteed dividend, a clause pro- 
viding that they will become fully paid-up in 
the event the assured becomes permanently 
and totally disabled by either accident or sick- 
ness. These policies will participate in sur- 
plus distribution, just as in others on which 
premiums have all been paid. ‘There is no 
extra charge for the clause. 

++ ++ 

, MONUMENTAL BUSINESS. 

C. E. Gerner has engaged in the life in- 
surance and monumental business.—Port Clin- 
ton (O.) Republican. 

~~ + 
WILL OPPOSE FRATERNAL BILL. 

A proposed bill regulating fraternal insur- 
ance in Minnesota is likely to meet with 
strong opposition from fraternal associations. 
The present law places practically no restraints 
on the organization and operation of these 
orders. It is proposed to pass a law requir- 
ing them to charge sufficient rates to meet 
the increased mortality cost with the increased 
age of the members. 

Old-line life companies will not ask for 
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any important legislation at the next session. 
“Old-line companies do not want additional 
legislation in Minnesota,” said J. Watson 
Smith, president of the Minnesota Life Under- 
writers Association. “Our chief concern is 
to prevent undesirable legislation.” 





EXCELLENT RESULTS ARE EXPECTED. 


Nearly All Cleveland Managers and General 
Agents Have Joined the New Exchange 
and Improvement Is Promised. 


Good progress is being made by the new 
Life Insurance General Agents and Managers 
Exchange at Cleveland. While no meeting 
has been held for some time, the members 
have been active in getting together those 
who did not come in at the first meeting. It 
is probable that by the time the next meeting 
is. held, the third Monday in December, all 
but one or two of the managers will be ready 
to join in the movement. Only one is known 
to be opposed to taking part in a plan of this 
kind, and it is possible that his scruples will 
be overcome when he understands the object 
to be accomplished, 

While the main object of the organization 
is to prevent the inroads of the rounder, it will 
do much more. Managers will be brought 
together upon a mutual footing. They will 
understand each other and enlist a kind of 
sympathy in the work that has not hereto- 
fore existed. They will rid themselves of the 
“twister,” and the man who draws pay from 
one office and brokers his business in another. 
Jealousies that have kept men apart in the 
past because they believed all others were 
after their good producers will disappear, 
because no one can employ another’s agent 
without first consulting with ‘the present 
employer and getting a clear understanding of 
the situation. This will not prevent agents 
from making changes, however, because no 
manager can refuse to let an agent go, if he 
resigns and says he is going to seek employ- 
ment elsewhere. The organization was not 
intended to hold agents where they are, unless 
they are indebted to their offices, but, on the 
other hand, to make such changes matters of 


friendship among the managers, rather than 
causes of anger and hard feeling. There is 
already a feeling of genuine fellowship 


among the managers at Cleveland, engendered 
by the other association, but this should make 
it more binding. 





BANQUET FOR DOLPH AT CINCINNATI. 

President John Dolph of the National As- 
sociation of Life Underwriters will be ten- 
dered a banquet by the Cincinnati Association 
about the middle of this month. President 
Millard Mack of the Cincinnati Association 
conceived the idea of thus showing apprecia- 
tion of the honor which had been shown local 
organization and Mr. Dolph by the National 
body. The ladies will be invited, and it is 
expected that the function will be a very: fine 
affair. 

bad ~~ 

CONTEST IN SOUTHWESTERN DEPARTMENT. 

Under the direction of Hamilton Cooke, in- 
spector of agencies at St. Louis, agents of the 
southwestern department of the New York 
Life are having a contest preparatory to the 


department's annual meeting, which will be 
held about the middle of January. It is ex- 
pected that Vice-Presidents Buckner and 
Perkins, and possibly President McCall, will 
attend the meeting. 

oo 7 


WHAT IS AN ORPHAN ? 

The Minnesota Supreme court in an insur- 
ance case handed down last week, decided that 
a man may be an orphan although he has no 
legal right to the title. Mrs. Caroline Allison 
of Minneapolis was a member of an unin- 
corporated life insurance society, consisting 
exclusively of mothers. The constitution pro- 
vided that on the death of the mother, the 
widower or “orphan” receives one dollar from 
each member up to $500. Mrs. Allison had 
named her son, Malchow, 28 years old, bene- 
ficiary. After she died, her husband con- 
tested the award on the obligation that Mal- 
chow, being of age, was not an orphan. The 
Supreme court holds that the word “orphan” 


was used by the society in the sense of the 
word “children.” 
+ Saad 


CLEVELAND ASSOCIATION MEETS DEC. 12. 


The next meeting of the Cleveland Asso- 
ciation of Life Underwriters will be held on 
the evening of Dec. 12, but the place has not 
yet been selected. It is probable that the as- 
sociation will select a place where the meet- 
ings may be held permanently, but up to this 
time it has been unable to find a satisfactory 
place. 

t+ aa 
PAYS CLAIM INTO COURT. 

The Independent Order of Foresters has 
paid into the United States court at Chicago 
$3,000 due on the policy of the late John A. 
Klipstine of that city. The widow of the late 
policyholder has been appointed adminis- 
trator of the estate in Cook County, Illinois, 
and a son, L. C. Klipstine of Durke county, 
Ohio, has been appointed there. Judge Kohl- 
saat will decide who should get the money. 





LIFE NOTES. 


The A=tna Life has begun writing annui- 
ties. 


The Mutual Reserve Life is being examined 
by the New York department. 

The Central Life of Des Moines has ap- 
pointed E, C. Larsen of Madison state agent 
in Wisconsin, 

George H. Gifford, Sr., of Battle Creek, 
Mich., a special agent of the Mutual Life of 
New York, died last week. 

A number of local business men in Aber- 
deen, S. D., have started a movement to 
organize a life insurance company. 

W. H. Hedges, formerly of Des Moines, 
Iowa, has _ been sonointed cashier of the 
National Life, U. S. A., at Denver. 

The Great Western Indemnity Association 
of Grand Rapids, Mich., has ceased to do busi- 
ness, being unable to keep up its membership. 

L. I. Morse, who has been general agent of 
the Franklin Life at Columbus, Ohio, has been 
appointed field superintendent of the company 
for Ohio. 

R. B. Hall, manager for North Carolina of 
the Germania Life, has had Tennessee added 
to his territory. He will continue his head- 
quarters at Raleigh. 

E. G. Squires, superintendent of the Pru- 
dential in the Grand Rapids district, met with 
severe domestic affliction last week in the death 
of his daughter of diphtheria. Mrs. Squires 
is also ill with the disease at Hammond, La. 











Mr. Squires has joined his family in the 
South. 
Application for admission to Indiana has 


been made by the Reliance Life. It is re- 
ported that William T. Griffeth will be gen- 
eral agent for the State. 

William B. Babcock, office 
George W. Riggs, western superintendent of 
the Reliance Life, committed suicide at his 
home in Chicago this week. 

Frank Thomas, formerly superintendent of 
the Colonial Securities Company for south- 
western Missouri, has been arrested on the 
charge of forgery. He is under a heavy bond. 

James M. Berk, formerly assistant attorney- 
general of the United States, has been ap- 
pointed special counsel to the Mutual Life 
of New York, succeeding the late Charlton 
T. Lewis. 


manager for 


A number of life insurance companies have 
taken legal action to prevent, if possible, the 
city of Omaha from attempting to collect 1904 
taxes, hased on the companies’ gross premium 
receipts in the city for 1902. 

Ephraim B, Cockrell, son of the well-known 
Missouri senator, has been appointed _ state 
agent of the Manhattan Life for Missouri un- 
der Sylvester Judd, manager of the South- 
western department at St. Louis. 

The Pittsburg Life Underwriters’ Associa- 
tion has adopted resolutions of good wishes 
for B. F. Hadley, who retires as assistant 
editor of the Insurance World to become ed- 
itor of the Insurance Advocate of New York. 

Representatives of the Western & Southern 
at Lima, Van Wert and other neighboring 
Ohio cities, recently held an interesting joint 
meeting at Lima, at which J. L. Kennett, 
superintendent at Dayton, was the principal 
speaker. 

A. Morley has been appointed superintend- 
ent of the Life Insurance Company of Vir- 
ginia, at Indianapolis. Mr. Morley comes 
from Evansville. He succeeds E. W. Cash- 
field, who has gone to Spartanburg, S. C., as 
superintendent for the same company. 


Wm. H. Woodward, of the 
Tiernan Printing Company of St. Louis, who 
died last week, is reported to have carried 
$20,000 in the Equitable, $20,000 in the Mutual 
and an equal amount in some other company, 
the last policy having been written recently. 


Woodward- 


A meeting of the executive committee of 
the Ohio Association of Maccabees was held 
in Columbus last week and arrangements were 
made to resist the increase of rates in- 
augurated by that order some time ago. The 
committees of the various state associations 
will co-operate in fighting the advance. 





30th YEAR OF BUSINESS 


or monthly. 


$2,500 to 


52 Broadway : 





TWENTY-FIVE MILLIONS OF ITS SECURITIES 


CENERAL, SPECIAL and LOCAL ACENTS 


$7,000 paid to traveling special agents. 
record of the Middlesex Banking Company in the field of 
participating investment bonds ‘has never been equaled. 
Address all cummunications to 


MIDDLESEX SECURITIES 





TO BOND MEN 


THE MIDDLESEX BANKING COMPANY 


of MIDDLETOWN, 


CONNECTICUT 


ASSETS, $6,767,338.32 
MATURED AND PAID 


UNDER STATE SUPERVISION 
Now offers its 10 year 44 per cent 


PARTICIPATING COLD BONDS 


INTEREST PAYABLE ANNUALLY 


The Maturity Value of these Bonds is $200.00 and upwards. 
Annual payment 10 per cent of Maturity Value of Bond. 
Payments may be made aunually, semi-annually, quarterly 


The 
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AMONG THE GASUALTY MEN. 


REAL ESTATE ACCIDENT’S MEETING. 








New National Accident Insurance Association 
of Real Estate Men Will Hold First 
Annual Meeting on Saturday. 


The National Real Estate Accident Associa- 
tion will hold its first annual meeting in Des 
Moines, Dec. 10. The organization was only 
effected on Oct. 15, but since that time has 
had a remarkable growth. It is organized 
along the same lines as the Iowa State Travel- 
ing Mens Association and is a mutual in- 
surance organization in character, while not 
coming under the lowa laws governing mutual 
concerns in that the members solicit new 
policyholders and there are no licensed agents 
operating in the State. A report, which the 
officers refuse to make public in advance, will 
be submitted at the next annual meeting. 

At the annual meeting officers will be 
elected for a period of five years. It is likely 
that the temporary officers will be re-elected. 
They include Jay M. Jackson of Lorimer, 
Iowa, president; B. F. Burwinkle of Shannon 
City, vice-president; J. F. Snoke of Des 
Moines, treasurer; C. H. Holcomb of Des 
Moines, secretary, and Hon. J. B. Sullivan 
of Des Moines, counsel. 





ATTITUDE OF FIDELITY & CASUALTY. 


Will Not Belong to Any Other Organization If 
the Present Liability Conference 
Is Disrupted. 





The Fidelity & Casualty says in its current 
bulletin as to rates and organizations: 

“Our agents should not misunderstand the 
situation. A good deal of business is being 
written at cuts that will barely give the com- 
panies enough money to pay losses, and noth- 
ing for expenses. In such a wild and reckless 
scramble for volume of business this com- 
pany can take no part. We prefer that the 
blood let out shall come from the veins of the 
rate-cutters. 

“There are clients of the company, and not 
a few of them, who believe in us from knowl- 
edge of our methods and confidence in our 
good faith. They want insurance that in- 
sures; not cut-rate insurance and the cut-rate 
adjustments that go with it. Our agents 
need not fear that an undue proportion of 
their business will go off their books. 

“We have co-operated with other managers 
to raise the business to a sensible plane. Most 
of them have fallen away from any disposi- 
tion to co-operate. This is not the first in- 
stance of such a condition, nor will it be the 
last. But it is right to say, in view of the 
situation, that it is no part of ‘our purpose to 
participate in any effort to make a new con- 
ference that shall include the rate-cutters. It 
is their business, not ours, that will have to be 
straightened up. We do not propose to help 
them out with their job. They have taken 
more or less of our business at cut rates. 
We will not help them to hold it at rates that 
may be remunerative. When the existing 
conference goes to pieces, as it may, we are 
out of liability conferences for good and all. 

“We do not depend upon the liability. lines. 
We have held them down for years, for lack 
of faith in the outcome. We have other things 
to do than to work up imaginary profits while 
preparing ultimate losses. That is for younger 
men, not for Mr. Seward. We have other 
lines, and to these we invite the effort of our 
agents. With an annual income of $5,000,000, 
we can afford to be confident of the outcome, 
and if we are confident, every man in the field 
can afford to be. 

“The ‘F. & C’ is built on a solid founda- 
tion. There are no quicksands beneath the 
structure. Every agent should build on a 
olid foundation. It cannot be an object to 

an agent to look for temporary advantage 

vhile putting the future at hazard. 
“So let each one gird up his loins and fight 
the good fight in faith and confidence.” 





HAYES IS METHODICAL. 

Every month James V. Hayes of Garrett, 
Ind., brings a suit against the relief department 
of the Baltimore & Ohio railroad for insurance 





money he claims is due him for the preceding 
thirty days. The suits are before a justice 
of the peace each time, and Hayes gets a 
judgment for the amount without fail. The 
railroad company then appeals to the Circuit 
court, but, because of the small amount in- 
volved ($1. a day), the law does not permit 
the case to be carried to the Appellate or Su- 
preme court. The company claims that he was 
not totally disabled, as he contends, by the 
accident from which he suffered injury, and 
so discontinued the relief payments. About 
a year ago Hayes obtained judgment in a Cir- 
cuit court for $864, his claim up to that time. 
This amount justified an appeal to the Su- 
preme court, which was promptly taken by 
the railroad company. Pending the higher 
court’s action, the smaller suits go on regu- 
larly every thirty days. 





WHAT SECURITIES MAY CONSIST OF. 


Attorney-General of Minnesota Says Company 
of Another State May Have Its Entire 
Deposit in Mortgages. 


The Minnesota attorney-general last week 
filed an opinion in the case of Anna Guldberg 
vs. the Continental Casualty, in which he holds 
that all of the $100,060 securities which an in- 
surance company of another State must de- 
posit before being admitted to Minnesota may 
be mortgages on real estate. The plaintiff in 
the suit, who seeks to recover 2 claim against 
the company, alleged that under the Minne- 
sota law not more than $50,000 of the $100,- 
000 securities on deposit may be real estate 
mortgages. 

The attorney-general says: 

“Such a construction of the law (that made 
by the attorneys of the plaintiff) would neces- 
sarily operate to exclude all reputable and 
reliable insurance companies of other States 
now doing business in this State. For in- 
stance, in Iowa the deposits required must 
consist wholly of farm mortages. An Iowa 
company, therefore, could not obtain a license 
to do business in this State without making 
special deposits of securities in this State, 
such securities being of a nature entirely dif- 
ferent from what is required by its own State, 
an analogous situation with reference to 
nearly every other State in the Union.” 





BONDING STATE DEPOSITORIES. 


The American Surety, through its Colum- 
bus agency, furnished a bond for $200,000 for 
the Merchants & Manufacturers National 
Bank, the first institution in Columbus to 
qualify as depository of state funds. The 
new law, permitting state funds to be de- 
posited in banks, will furnish quite a nice 
line of surety business for the companies in 
Ohio. 

ahd + 
NEW LIVE STOCK COMPANY. 

The Crawfordsville Live Stock Insurance 
Company has been organized at Crawfordsville, 
Ind., with $100,000 capital stock, 50 percent 
of which is paid in. The officers are: Pres- 
ident, S. E. Voris; vice-president, Dr. W. T 
Gott; treasurer, R. C. Walkup; secretary-man- 
ager, Harry C. Naylor. 

++ + 
FIDELITY & CASUALTY AGENCY WRANGLE. 


Judge Holdom of Chicago issued an injunc- 
tion last week against William J. Woods, one 
of the partners in the firm of W. A. Alex- 
ander & Co., managers of the Fidelity & Cas- 
ualty. He appeared with accountants to get 
a list of expirations, but the books were taken 
by Mr. Alexander and locked in the vault. 
A wordy wrangle followed which threatened 
to assume a serious aspect. A _ hurriedly 
drawn petition for an injunction was filed and 
notice was served on Mr. Woods. The other 
partners are Mr. Alexander, J. F. Laubender 
and Wade Fetzer. 

A partnership was entered into in 1895, Mr. 
Woods, it is claimed paying Mr. Alexander 
$15,000 for an interest in the business. Mr. 
Alexander states that this partnership con- 
tract terminated Jan. 1, 1900, but that under a 
verbal agreement Mr. Woods was permitted 
to remain in the firm for another five years. 
The remaining members of the firm desire Mr. 
Woods to retire on Jan. 1, and it is stated 





that he does not desire to do so. He is 
charged with having attempted to secure the 
expirations for the purpose of soliciting the 
business, while he, for his part, claims that 
an attempt is being made to exclude him from 
the agency without recompense. 





EFFECT OF SURETY ORGANIZATION, 


Chicago Association Having a Good Influence 
on the Companies—Attempting to 
Get More Members. 


The Chicago Surety Underwriters Associa- 
tion is endeavoring to get the A&tna Indem- 
nity and the Empire State Surety to join the 
organization. The A£tna Indemnity has re- 
cently gone to the Macdonell-Baker-Callender 
Company, and at the meeting of the associa- 
tion last week Mr. Baker was present. 
George P. Foster of the Empire State was 
also in attendance. These gentlemen seem to 
think that their companies are comparatively 
new in Chicago, and they would be handi- 
capped by being tied up with companies that 
have a much greater amount of business on 
their books. 

The Chicago Surety Underwriters Associa- 
tion now has accomplished much good and 
it has been watched by the companies with 
considerable interest. It was largely an ex- 
periment, but has proven a success. The at- 
tempt of the surety companies to get together 
and form an organization in New York is 
due largely to their noting the success of the 
Chicago association and realizing the fact that 
surety men can get together and observe good 
practices. 





EMPLOYERS LIABILITY AND RATES. 


Makes Some Comment on Its Retirement from 
the Liability Conference— Will Follow 
Best Experience. 


Regarding its withdrawal of the Employers 
Liability from the Liability Conference, the 
company says in its agency paper: 

“The reasons which led to this action are 
numerous, and some of the important ones 
have been stated by the press. It is, therefore, 
unnecessary to repeat in detail the reasons 
which are already known. 

“What we have said in our communications 
in regard to rates which will be authorized, 
now that we are not subject to the rules and 
regulations of the Liability Conference, indi- 
cates our position, and must make it apparent 
to our agents that we do not propose ta ac- 
cept business at inadequate rates. Special 
rates should not be requested except in cases 
where it is imperative that some concessions 
should be made. In such cases the individual 
application will be considered, and a rate 
granted based upon our own experience taken 
in connection with that of the conference com- 
panies as compiled during the time of our 
membership in the association referred to. 

“Tt is not our intention to authorize an in- 
crease of commission, even though at certain 
points where the brokerage system exists it is 
truthfully represented that other companies 
are incurring greater expense than this cor- 
poration in that direction. We believe now, 
as we always have, that it is a very great ad- 
vantage to our agents to represent a company 
whose record shows that it has been able to 
keep its expenses at the minimum ratio, and 
is thereby able to furnish insurance at reason- 
able rates, which might possibly be made 
lower than those of other companies, who 
must provide for what we consider an un- 
reasonably heavy charge upon the premium by 
reason of an unnecessarily high expense ratio. 
It is our intention to authorize our agents 
to accept all desirable business which they 
can procure at rates which we know to be 
adequate.” 





NOT PUSHING AZTNA LIFE CASE. 

The Illinois department seems disposed not 
to further push the case testing the right of 
the A&tna Life to do a liability business. The 
department held that the company had no right 
to engage in a multiform business, ' Action 
was begun in the lower courts and the com- 
pany was sustained. The department de- 
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clared it would take an appeal, but this has 
not been done, 





IOWA TRAVELING MEN’S CONVENTION 





Association Has Hada Very Prosperous Year— 
Important Amendments, Limiting 
Liability, Are Adopted. 





Three hundred members of the Iowa State 
Traveling Mens Association attended the 
twenty-fifth annual convention of the organiza- 
tion held irt Des Moines last Saturday. The 
meeting was enthusiastic and reports show 
the association to be in a flourishing condition. 
The report of Secretary F. E. Haley shows 
a membership of 21,500 in good standing; 
cash in banks, about $100,000; during the past 
year ten death losses of $5,000 each and nearly 
1,300 weekly indemnity claims, eye and hand 
losses paid; 47 claims rejected; benefits paid in 
1904, $154,063. 43. Since organization the as- 
sociation has paid in benefits $1,085,535.72. 
The net gain in membership for the year was 
1,850, and 464 applications were rejected. 

The association adopted several amendments 
of importance, including one which prohibits 
a man injured in a fight which he himself pro- 
vokes from recovering accident insurance. 
The same amendment provides further that 
the association shall not be liable for in- 
demnity for any death from apoplexy or heart 
failure caused by accidental injury, nor for 
indemnity for any death caused by the in- 
halation of illuminating gas or the taking of 
poison. The article amended already provided 
that the association would not be liable for 
any accident which occurred while the in- 
sured was under the influence of liquor. 

President H. B. Hedge stated that 10 per- 
cent of the accidents to members during the 
past year resulted from automobiles. Dr. 
George P. Hanawalt, chief medical adviser, 
recommended especial caution in ascertaining 
the moral character of all candidates for ad- 
mission, He said the existence of many 
diseases, especially those chronic in character, 
furnished opportunities for accidents as well 
as conditions for prolonged disability. 

The old president, H. B. Hedge, was re- 
elected; John Elkinton was elected vice-presi- 
dent, and F. E. Haley secretary and treasurer. 





CASUALTY NOTES. 


The Ridgley Protective 
Worcester, Mass., 
Indiana. 


The General Accident of Scotland has been 
licensed by the Iowa department to do a 
personal accident and employers’ liability busi- 
ness. 


Association of 
has asked for admission to 


It is probable that the American Fidelity 
Company, which has recently entered New 
York, will join the Burglary Underwriters 
Association, 

Manager J. T. Bowen of the City Trust, 
Safe Deposit & Surety Company in Chicago, 
has joined the Surety Underwriters Associa- 
tion of that city. 


Frank Gannett, formerly a partner in the 
Johnson Drug Company of Traverse City, has 
disposed of his interests, taking the manage- 
ment of the Midland Accident Association for 





Sometimes a revision of policy 
forms means little. It stands for 


THOROUGHNESS 


in every detail in the changes that 
have been made by the Union 
Mutual—re-arrangement of fea- 
tures, reduction of rates, liberaliz- 
ing of rights, a contract modern 
to the highest notch. A policy 
that looks well, sells easily, and 
pleases long. 


UNION MUTUAL LIFE 
INSURANCE Co. 


PORTLAND, MAINE 
FRED E. RICHARDS, Pres. ARTHUR L. BATES, V.-Pres. 
Agents alwuys desired—the kind 
who write policies and hold them 


ADDRESS EITHER 
THORNTON CHASE, Supt., 84 Adams Street, Chicago, Ill. 
EDSON D. SCOFIELD, Supt , 180 Broadway, New York City 

















northern Michigan, with 


Traverse City. 


The Metropolitan Plate Glass & Casualty 
has appointed G. S. Gouch agent for Minne- 
apolis in the accident and health department. 

William H. Evans, Jr., has been appointed 
special agent of the United States Casualty at 
Akron, O., and vicinity, to write liability, 
steam boiler and sprinkler leakage insurance. 

Thomas F. Huggins of Cleveland becomes 
general agent of the United States Casualty 
for liability, steam boiler and sprinkler leak- 
age business. He is a member of the firm 
of Bell & Huggins, general agents of the 
United States Fidelity & Guaranty. 


The Cleveland Savings & Trust Company, 
Guardian Trust Company, First National Bank 
and the Union National Bank, all of Cleveland, 
have been designated as state depositories by 
State Treasurer McKinnon. They will give 
surety company bonds for the amounts of the 
deposits authorized. 


headquarters at 





LOSS RATIO FOR SURETY BUSINESS 





Sentiment Among the Companies to Get To- 
gether and Observe Better Prac- 
tices az to Rates. 





It is generally agreed among surety men 
that their companies will not make much 
money this year and many of them will show 
considerable loss. There has been an epi- 
demic of bank defalcations and other losses 
on fidelity bonds as well as losses on contract 
bonds. All together the losses for 1904 will 
amount to a large sum. 

There is a general feeling that the surety 
companies must get together and check the 
keen competition that is now in vogue which 
has resulted in rates being pushed down to a 
ridiculous figure. The margin for expenses 
in various classes of surety rates is exceed- 
ingly small, which has resulted in a heavy 
loss. The expense of inspections and 
handling surety business is very high. There 
seems to be now a sentiment among the com- 
panies that they must get together and put 
the business on a more profitable basis or 
disaster will result to some of the weak com- 
panies and thus harm the business in general. 





Agency Appointments 
Life and Casualty 











LIFE AGENTS 
OHIO. 


» Ia.—H. J. Hays, East Liverpool; 
R. W. Kraft, Ashville; Eva D. Gard and Myria 
M. Wright, "Toledo ; Jacob Rietz, New Comers- 
town. 

Hartford—Henry L. Bronstrup, Cleveland. 
Illinois—Geo. A. Brink, Cincinnati. 
Mass. Mut.—James A. Brady, 

Charles & Hadley, Lorain. 

Mutual, N. Y.—Ben F. Kiff, Williamsburg; 
Vincent Leopold and Wm. J. Loveys, Jr., Cin- 
cinnati. 

Mut. Benefit—Wm. Goodhue, Norwalk; Gross 
& Smith, Bellevue; om Downing, Van Wert. 

National, Vt.—Geo. W. Green, Cleveland; F. W. 
Anderegg, ie. 

Adar, Chas, W. Durand 


New York—Carl A. G. 
M. Ellsworth, Cleveland; Jerry Williams, 


and M. 
Wilmington; Frank C. Crissey, Toledo. 

N. W. Mu it—Martin Limbeck, Dorset; Frank $ 
Bowlby, Defiance; Hawley 8S. Mead, Toledo. 

Proy. Savings—Gustave A. Sohl, Cleveland. 

Reliance—Mrs. E. aBar. Ironton. 

Royal Union—W. J. Waechter, Barberton. 

Security Mut.—T. B. Leszczynski, Cleveland. 

Security T. & L.—Herbert C. Johnson, East 
Liverpool; Ludwig Sudwisher, Cieveland. 

State Mut.—Don A. Pardee, Jr., Akron; Walter 
A. Coy, Salem; Earl A. Reid, Bowling Green. 

Travelers—David E, Jefferson, Toledo; Asher 
H. Dixon, Albany. 


WISCONSIN. 


Equitable, N. Y.—J. S. Armstron, Green Bay; 
George F. Burtch, J. B. Ericksen, Superior; F. J. 


Cleveland ; 





Brennan, Fond du Lac; J. Bucklin, Antigo; G. 
Christing, H. E. Elden, V. A. M. Mortenson, W. M. 
Simmons, John Schneider, Milwaukee; J. C. Carey, 


Howard Morrison, Madison; C. H. Drury, N. EB. 
Wilson, Port Washington; C. W. Finch, Oshkosh ; 
Cc. L. Freedlund, City Point; W. K. Galloway, Eau 
Claire; James Hutton, Waukesha: O. T. Herreid, 
Blair; F. W. Kessler, Mount Horeb; William 
Meyst, Beloit; William Nussbaum, New London; 
J. P. Reinhard, Warrens; B. J. Roberts, Osseo; 
E. J. Stephenson, Albany ; Thomas Thompson, In- 
dependence; C. H. Willitz, Lake Geneva; C. W. 
Young, Wittenberg. 

Mutual, N. Y.—Katherine M. Ashley, Arthur C. 
Chesebro, Charles F. Bloedel, Fond du Lac; Wil- 
lard A. Price, Madison; Paul =. ee - 
Crosse; Thomas J. Burns, Spa 


parta; Georg 
Perry, ‘Waupun ; Adolph P. Lehne, Ackerville: eel. 





EVERY MAN INTERESTED 


in selecting a profession 
that offers the greatest 
prospect of success 
should read the booklet, 
ha ““CAREERS FOR THE 
S=) COMING MEN,” by 

fel Hon. John F. Dryden. 
It is a practical discus- 
sion of the opportunities 
offered in the field of 
Life Insurance. A copy 
will be sent, free, upon 
request. 


THE PRUDENTIAL 


Insurance Company of America 
Incorporated as a Stock Company by the State of New Jersey 

Home Office JOHN F. DRYDEN 
NEWARK, N. J. President 


Prudential Agents are Money Makers. Open Territory 
for Energetic Men. The Grand Prize was Awarded 
The Prudential at the St. Louls Exposition. 











What is the use of saying ‘‘the best company,’’ 
or ‘‘the strongest company,’’ or ‘‘ the largest 
company?’’ They all say those things. 


We Say Simply 


—THE—— 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


OF PHILADELPHIA 








Organized 1847 
That Tells the Whole Story 








The Massachusetts 
Mutual Life Insurance Co. 


SPRINGFIELD, MASS, 
INCORPORATED 1851 
Assets, January 1, 1904, $33,590,999 


Liabilities, $30,943,508 
Surplus, $2,647,491. 


Definite paid-up and cash surrender values 
written in every policy 
JOHN A. HALL, President 
HENRY M. PHILLIPS, Vice-President 











CINCINNATI OFFICE: 201 Johaston Building. 
CHICAGO OFPICE: 316 Merchants’ Loan & Trust Bulldiag, 
L. Brackett Bishop, Mgr. 














THE COLUMBIAN 
NATIONAL LIFE INSURANCE 
COMPANY 


BOSTON, ASS. 


Incorporated under the 
laws of Massachusetts 








rapey PARKER, - - - President 
FORNES, New York l 

we. "BUTLER WOODBRIDGE, Boston Vice-Pres. 

GEO. H. HOLT, Chicago - j 
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THE PACIFIC 
MUTUAL 


OF CALIFORNIA 


ITS LIFE POLICIES GUARANTEE 
DIVIDENDS. IT IS AN OLD TIME 
TRIED COMPANY. ASSETS 
NEARLY SIX MILLION. SURPLUS 
TO POLICYHOLDERS NEARLY 
$1,000,000.00. AGENTS WANTED. 


DANFORD M. BAKER 


CENERAL ACCENT 
608 Marquette Building, CHICAGO 








CHARTERED 1866 


Hartiord Life Insurance 
Company, 


HARTFORD, CONN. 
GEO, E.KEENEY, Pres. CHAS. H. BACAL'., Sec’y. 





Up to date in business methods 
—in contracts —in plans — 
BEST Insurance to Buy or to 
Sell—Ordinary Life and 
Limited Payment Policies— 
Automatic Endowments at 80 





$25,500,000 PAID TO BENEFICIARIES. 
Liberal Contracts for Business Getters. 
INVESTIGATE 














SURPLUS LINES 


THE GREAT LAKES 
FIRE AND MARINE 
INSURANCE CO. 


424 New York Life Building 
171 La Salle Street 
CHICACO 


FREDERICK F. KRAUSE, President 
EDWIN E. NIESS, Secretary and Treasure 








Frank D. Jackson, President 
Srpney A. Foster, Secretary 


ROYAL UNION 
MUTUAL LIFE INS. CO. 


DES MOINES 


“As I understand it, you propose to 
return tome all I have paid your Company, 
and $245 in addition.” —W. B. Allison, 
S. Senator, on a Fifteen Payment Life. 


“I now have an opportunity to receive 
back all the oueert have paid out, and 
$101.83 in profit."—J. B. Foraker, U.S 
Senator from Ohio, on a $2,000, Ten Pay- 
ment Life. 


J. W. A. STAUDT, State Agent 
CANTON, OHIO 














bert S. Davis, Durand; Arthur L. Peticolas, Mil- 
waukee. 
National, Vt.—Fred C. Thurmann, Plymouth. 
Penn Mut.—Miss B. L. Foote, Ripon. 
Proy. Savings—Arthur P. Christophel, Milwau- 


kee. 
Wisconsin—H. D. Kimball, Madison. 
MISSOURI. 


Amer. Cent.—Thos. T. Montgomery, 


Golden 

City. 
Bankers, Ia.—BHarl Miller, St. Louis; J. E. 
Marshall, Kansas City. 

Illinois—Roger Davis, Kansas City. 

Kans, City—T. 8. Raney, Golden City. 

Mass. Mut.—Arthur Selig, St. Louis. 

Mo. State—J. A. Newton, Independence. 

Mut. Benefit—Maude D. Brock, Macon; Jennie 
Es Dessert, Macon; Thomas FE. Quisenberry, 
Siater. 


New York—J. E. Settle, Moberly; Orville G. 


on Sr., Fayette; John M. Heil, St. 
suis. 
Reliance—Chas. A. Beckert and Burton F. 


Biggs, St. Louis. 
Security Mut.—Joseph C. McKean, St. Louis. 
MICHIGAN, 
Canada—Geo. A. Fletcher, Charlotte; R. A. 
Ludwick, Leslie; Jay Ludwick, Leslie. 
Equitable, Ia.—E. A. Helm, Grand Rapids. 
Interstate—Arthur K. Brittain, Detroit. 
Mutual, Ill—Z. L. Stringer, Otisvilie. 
National, Vt.—Thos. W. McIntosh, Ludington. 
New York—Geo. Taylor, Detroit; Miss Adelaide 





E. Steel, Grand Rapids; Thos. McNamara, Mt. 
Pleasant; Wm. H. Magel, Pulaski. 

North American—P. 8S. McGregory, Cass City; 
Chas. E. Taylor, Detroit; Henry Cook, Ionia; 


Lester Millard, Ionia; R. H. Cole, Kalamazoo: J. 
C. Hodgins, Portland; B. F. Youngs, St. Louis; 
Cc. E. Osborne, Saginaw; H. S. Mowry, Sickels. 
Union Central—John S. Avis, Adrian. 
MINNESOTA. 
Germania—George S. Cooper, St. Paul. 
Hartford—Theodore F, Knappen, Minneapolis. 
Reliance, Pa.—Mrs. E. U. Sprague, St. Paul. 
INDIANA. 
Equitable, N. Y.—T. A. Craig, Greensburg. 
New York—T. J. Logan and Moses Kurtzman, 
Indianapolis. 


CASUALTY AGENTS 


OHIO. 
4Etna—Mack H. Osborn, Van Wert; Raleigh J. 
Kibler, Findlay; Stewart & Rundell, Norwalk. 
General Acci., Pa.—E. W. Urie, Ashland; Chas. 
M. Andrews and Fred H. Converse, Plain City. 
Nat'l Surety—Arlo W. Firestone, Shileh; E. A. 
jarton, Bowling Green. 


New Amsterdam Cas.—Charles A. Flanagan, 
Steubenville. 

North American Acci.—T. K. Wilkins, Lima; 
Henry F. Berry, J. S. Miles and Theodore C. 


Stretcher, Dayton; H. N. Foster, Portsmouth. 

Ocean Acci.—Long Bros., Youngstown. 

Pa. Cas.—William G. Elliott, Toledo. 

Title Guar. & Trust—W. J. Wright, Toledo. 

U. S. Cas.—George H. Ray, Rock Creek; 
Thomas F, Huggins, Cleveland; Edward C. Hard- 
ing, Cincinnati. 

U. S. Health & Acci.—Wm. Seybold, Springfield ; 
Lee Walters, Springfield. 

MISSOURI. 

Continetnal Cas.—J. Max 
S. A. Wolcott, Platisburg. 

Maryland Cas.—Alexander M. 
Priest and Charles E. Wailes, Shelbyville; John 
M. Doran and John H. Watkins. Memphis; Jes- 
sie William Allen, Mountain Grove. 

WISCONSIN. 

Aitna Indemnity—Nelson & Lawrence, Sturgeon 
3ay; Alfred Penhallegon, Mineral Point. 

American Credit Indem.—Gus H. Brown, 
waukee. 

Badger Protective—Frank Hogan, Beloit. 

Hartford 8. B.—George H. Seeley, Menomonie ; 
Cc. L. Chase, Appleton. 

N. W. Acci. & Benefit—Charles Shaw, 
David A. Turnham, Marshfield. 

Ocean Acci.—W. S. Audiss, Oshkosh. 

Travelers—Dietrich Bros., Racine. 

MICHIGAN. 

Metropol. Pl. Gl.—James Gracey, Greenville. 

Nat’l Surety—R. P. Chaddock, Benton Harbor ; 
Wm. J. Webster, Homer. 

New Amsterdam Cas.—Ira G. Hazzard, Detroit. 

North American Acci.—Chas, H. Winchester, 
Grand Rapids. 

Travelers—Homer A. 
Y. Henry, Detroit. 

U. 8S. Health & Acci—Wm. H. Snyder, Battle 
Creek; A. J. Reed, Jackson; J. C. Willis, Tra- 
verse City. 

U. 8S. Cas.—Wm. H. Black, Port Huron. 

American Health & Acci.—Rupert R. Morse, 
Boyne City. 

Grand Rapids Acci. 


Brown, Centralia; 





Dunn, John C. 


Mil- 


Loyal ; 


Guck, Calumet; Wesley 


& Health—Sylvester H. 
Smith, Detroit; Era Putnam, Dowagiac; H. G. 
Wagner, Jackson; B. Giddings, Lansing: R. A. 
Wightman, Muskegon Heights; W. H. Graham, 
Napoleon. 
Nat'l Protective—J. J. Bebby, Boyne City. 
Northern Acci.—O. A. Phelps, Gaylord; R. W. 


Vermilya, Onaway; C. H. Johnson, Petoskey; 
H. F. Johnson, Saginaw. 

Phenix Acci. & Sick Ben.—F. H. Marschner, 
Detroit. 

U. 8S. Acci—J. Gulick, Clarkson; Norman 


Bearse, Elmira; Chas. Belanger, Wells. 
MINNESOTA. 
Aitna Indemnity—James Cummings, Janesville. 
Cas. Co. of Amer.—W. B. Mikkelson, Wells. 
Fidelity Mut.—J. P. Coffield and K. J. Coffield, 
Minneapolis. 
N. J. Plate Glass—Magnus Lundberg, Crookston. 
Security T. & L.—C. O. Brownell, St. Paul. 
U. S. Cas.—C. C, Shepard, Minneapolis. 
U. 8. Fid. & Guar, Md.—Howard Dykman, Breck- 





ORGANIZED 1870 
34th Annual Statement of the condition of the 


CONCORDIA FIRE 
INSURANCE COMPANY 


Of MILWAUKEE, WIS. 
DECEMBER 31, 1903 


ASH CAPITAL - - $2 
einsurance Reserve - 
abilities 
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90 
seen Ja other L : 4 S38 
e r s - - - e 
TOTAL ASSETS  -~ - 1,016'878:3 


GEORGE BRU MDER, President 
FRANK DAMKOEHLER, Secretary 














W. B. BIERCE, 


State Agent Michigan and Ohio, Whitney 
Block, Detroit, Mich. 


H. A. BARTELS, Special Agent 


Opera House 








Cc. H. BUNKER 
President 

A. A. SMITH 
Secretary 


FRANKLIN H. HEAD 
Vice-President 


H. G. B. ALEXANDER 
ad V.-Pres. & Gen. Mgr. 


Continental Casualty Co. 


Capital Stock $300,000.00 
Accident «2 Health Insurance 


General Offices: CHICAGO 


Policies are Protected by more than One Million 
Dollars Assets. Over $5,000,00U paid in claims 
to 175,000 of our Policyholders. 





Good Contracts in Good Territory to Good Men 


——PRopvucerRs ADDRESS—— 
H. G. B. ALEXANDER 
Second Vice-President and General Manager 
134 [onroe Street - - CHICAGO 
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Pipe, 


Socider, 


or NEW YORE. 


Accident a. Health 
Policies. 


Large Benefits. Low Rates. 
Best Commissions. 


KIMBALL C. ATWOOD, Sec’y. 
290 Broadway, - - = New York. 
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GERMARIA 


FIRE INSURANCE COMPANY 


Organized 1859 


62 and 64 William St., Cor. Cedar, Mew York 


Statement January 1, 1904 


Coasts Capital. 0000002 cecces vce sececes $1,000,000.00 

Reserve for Unearned Premiums..... 2,178,048.74 

Reserve for Losses and all other di 
153,825.78 


2,518,464.11 
.. ».-85,849,8638.33 


HUGO SCHUMANN, President. 
Fr. Von Beenvrs, V.-Pres. Geo. B. Evwarps, V.-Pres. 
CHARLES RUYKHAVER, Sec. GusTaV Kear, Ass't Sec. 











WSC BATMAWS occ 0 occ ccccce cescceccsvece 





Total Assets........ 


Western Department 
E.G. HALLE, Mgr. Royal Insurance Building, Chicago, Ill. 
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INCORPORATED 1865 


GERMAN 
INSURANCE CO. 


OP FREEPORT, ILL. 


THE LARGEST AND MOST SUCCESSFUL 
FIRE INSURANCE COMPANY IN THE WEST 





Assets, January, 1904............. $4,910,606.82 
EE inner ccenssddtnates nee’ 200,000.00 
Liabilities, a reinsurance. 3,207,011.21 Liabilities........... 
Net SuRPLUs. apres -- 1,503,595.61 Gross Surplus we a ae 





C. 0. COLLMAN, Pres. WM. TREMBOR, Sec —Low Desth Rate. 


HENRY BAIER, V.-Pres. F. M. GUND, Ass’t Sec. 
D. B. SCHULTE, Treas. 

THOS. H. SMITH, State Agent, Dayton, Ohio 

CARL H. SMITH, Special Agent, Dayton, Ohio 


Live Agents. 











UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 
The Great Policyholders’ Company 
Assets, January 1, 1904 ..$38,795,143.78 


No fluctuating securities—Largest Rate of Interest 
Large and Increasing Dividends to Policyholders. 
Desirable Contracts and Good Territory Open for 

ADDRESS land, 


JOHN [1. PATTISON, 















EMPLOYERS’ LIABILITY ASSUR- 
ANCE CORPORATION, Ltd. 


of London, England. 


SAMUEL APPLETON, Manager and At‘oraey, 


United States Branch. 
Original and Leading Liability 
Company 


All Forms of Liability Insurance. The most advanced 


32,615,645.78 and practical personal accident am! sickness policies 


6,179,498.00 ‘ 
Total Available Resources, $6,816,000.00 


GENERAL AGENTS 


B. M. & GEORGE D. ALLISON, Ohio, apet Ky. W. Va., 
Tenn., 39 East Third St., Cincinnat 
R. H. CLARK, Northern Ohio, 208 Sinester St., Cleve- 


ROBT. ZENER & CO., Indiava and Kentucky, Talbott 
Block, Indianapolis. 

GEO. A. GILBERT, IIL, Iowa, Neb., S. Dak. and N. Dak., 
159 La Salle St., Chicago. 


President. 

















ORCANIZED i852 


HANOVER itt insunance co. 


OF NEW YORK 
CAPITAL $1,000,000 





Successfully passed through the con- 
flagrations of Portland, Chicago, Boston, 


Fargo, Bloomington, Jacksonville, 
Paterson, Waterbury and Baltimore. 
Agents in all Cities and Towns 





WESTERN DEPARTMENT, 184 La Salle Street, CHICAGO 


C. W. HIGLEY, General Agent F. A. HUBBARD, Ass’t Gen’! Agent 
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BRITISH AMERIGA ASSURANCE 0 


FIRE AND MARINE. 
TORONTO, CANADA. 
























HEAD OFFICE, - - - 





UNITED STATES BRANCH. 
ist JANUARY, 1904. 


ASSECUS . .--. 0. ee reece etree cece cece eeeee eeneseere sreseeeese sees $ 1,427,304.89 
acs: ch bind wkd Moke baplaients salen bon dude paieaesns odes 950,557.91 
Net SurpluS.... .-.-.0.. eee. cece cece cere cows crete ccneen eens eee 476,746.98 


HON. GEORGE A. COX, President J. J. KENNY, Vice-President 


















We Have Some 


FINE OPENINGS 
IN ILLINOIS 


“| For men who are personal 





writers or can handle 





territory 





APPLY TO HOME OFFICE 















Franklin’s Gains 1900-1903 


Increase in Outstanding Imsurance ......................- 
ND Die SO FROIN a oan oc on se cect ccezccscsecdese 
Increase in Admitted Assets 
Increase in Reserve Account 












Peete eee eee eee weer eeeeeeees 








ORGANIZED 1851. 


PHOENI 


OF HARTFORD, CONN., 


THE 
OLD 


MUTUAL LIFE 


INSURANCE COMPANY 


issues the most popular forms of life insurance 
contracts of any company in the world. For ter- 
ritory, liberal terms to agents and sample policies 


ADDRESS, 


JULES GIRARDIN, Gen. Agt. for Illinois, - - The Temple, Chicago 
0. W. BAIR, Gen. Agt. for Southern Ohio, - Union Trust Bidg., Cincinnati. 
FOX & NIELSEN, Gen. Agts. for Northern Ohio, - Garfield Bidg., Cleveland. 
McDONALD & WINGFIELD, Gen. Agts. for Kentucky, Keller Bidg., Louisville. 















OF ROCKFORD: extoars. 
CASH CAPITAL, - 


ASSETS, - - 
SURPLUS TO POLICY HOLDERS 250, 196.7 I 








WRITES 


Fire, Lightning and Tornado 


“STAT E> Insurance 


ILLINOIS COOK COUNTY DEPARTMENT 


Cheney NEWBURGER & CO., 
z 159 La Salle St., - ° ie 


GEORGE L. WILEY, Sec’y. 








Chicago 





E. W. BROWN, Pres. 














First Old-Line Stock Accident Co. Incorporated in Illinois. 


Accident and Health. 


SPECIAL AGENTS. 
SUB AGENTS. 
LOCAL AGENTS. 


LE EOL DES LTE 














NORTH Sh 
\MERICAN “23 
\WCIDENT 3 














INSURANCE C0 
‘Shlieaine 








Write to A. E. FORREST, Secy. 


217 La Salle Street, Chicago, 


FOR STATE OR GENERAL AGENCY TERTIIS. 
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VERY little while it is impressed upon 

us that it is very difficult task to pub- 

lish an insurance paper which will be 

satisfactory to our readers. Some of 
the issues that we consider the best seem to 
fall flat, while others that go out without our 
full approval strike a number of our readers 
as just right, and months afterwards we re- 
ceive calls for copies because they contained 
articles that did not appear to us near as good 
as some others. 

It is our desire to publish a life insurance 
journal that will come as near to meeting the 
wants of our subscribers as possible. We have 
no hobbies to ride nor notions to which we 
are tied, further than that we will not open 
the columns of this paper for abuse of com- 
panies, merely to play to the galleries of their 
competitors’ agents. 

What we desire to learn is what you, the 
subscribers, want, and we know of no other 
way of learning it than by asking you. We 
therefore request those of you who are willing 
to do us that kindness to write to us and tell 
us what you think of THe Lire UNDERWRITERS’ 
SUPPLEMENT. “ 

We are not seeking testimonials. What we 
want is criticism, and we don’t care if it is 
roughshod and does treat some of our precon- 
ceived notions rudely. You are paying your 
good money for this paper and you are entitled 
to get the worth of your money out of it. We 
are endeavoring to give you more, too, but you 
must remember that we are not in the field as 
you are. and we are not constantly meeting the 
difficulties that beset you. 

How would you like to see THE SuPPLEMENT 
conducted ? 

Tell us what features you like, what you 
would be glad to see introduced and what ones 
you would be glad to see cut out altogether. 

Here are some questions, answers to which 
would assist us very much in determining how 
the paper can be made more useful or interest- 
ing to its readers: 

Are the articles too long? 

Do we devote too much space to the “strenu- 
ous” talk of agency superintendents seeking to 
make their agents do their utmost? 

Is the department, “Features of the Month,” 
worth the space it takes, or would we better 
devote that space to something else? 

Does the “Comment and Gossip” and alleged 
fun which sometimes appears. make you tired? 

Do you care what other companies do about 
lost policies, policy loans, assignments, insur- 
ance of women, etc.? 

Do vou care for the new policies as they 
appear? 

Would vou prefer to have THe SupeLEMENT 
more fully divided into departments? 

Does the naper give enough attention to 
the needs of beginners. who as yet know prac- 
tically nothing about the business except what 
they have learned from their rate book and 
company literature? 

We want to make this paper a help to you 
in your business. What kind of information 
will be of most use to you? Maybe we have 
it. If we have not, we will endeavor to find 
somebody in Chicago or elsewhere who has. 

Every man who reads a paper of anv kind 
has some ideas of how it should be conducted. 
Will you not give us your ideas of how THE 
SUPPLEMENT can be made more valuable or 


interesting to you? 





INJUSTICE 18 DONE TO MEN 
IN THE SEARCH FOR AGENTS. 


In the opinion of a number of observers 
managers or agency executives make a mistake 
often in prevailing on a man already employed 
to enter life insurance work, without taking 
into consideration what it means to 
the man. The manager is willing to take 
chances, even advancing the man enough to 
live on for a few weeks until he can see what 
the results-will be. -Perhaps at the end of 
two months he discovers that no headway has 
been made. He becomes discouraged and 
quits. His old position has been filled. He 
would have to sink his pride to go back to 
his former concern. 

1 do not for a moment condemn a manager 
for trying io get men, and even those from 
other walks of life. It is necessary to build 
up an agency, and life insurance opens a profit- 
able field to those who have the -stuff in 
them to be developed into successful solicitors. 
The criticism I offer is the taking of men 
already employed who are making a moderate 
living and are congenially situated, by dis- 
playing the inducements of life insurance 
work before either the man approached or the 
manager feels fully convinced that the former 
can be developed into a successful agent. 
It seems to me that before a man well situ- 
ated gives up his position he should canvass 
the conditions thoroughly. Some men _ suc- 
cessfully located can make more money by 
entering life insurance work simply because 
they possess those attributes that are essential 
to the solicitor. Frequently men are ham- 
pered by the restrictions of their surroundings 
and desire an opportunity to expand. They 
know themselves and are confident of their 
powers. 

There are other men so constructed that 
they cannot learn to be their own bosses 
and cannot succeed as salesmen. The general 
agent, eager for men, perhaps, does not truly 
appreciate the gravity of influencing a well 
employed man to enter an entirely new field. 

Let me illustrate by an actual case. My 
college roommate took the mathematical fel- 
lowship at graduation. His mind was richly 
endowed and his ability to reason and cal- 
culate along definite lines was remarkable. 
He became head of the mathematical depart- 
ment of a large preparatory school and was 
recognized as a most successful instructor. 
His salary was $3,000 a year. A life insur- 
ance manager knew of his work and became 
acquainted with him. This manager urged 
hin: te take up life insurance salesmanship. 
The mathematical phases of the calling ap- 
pealed to him. He found a fertile field in 
actuirial calculations and the working out of 
probabilities. So interested did he become 
that he was ready to resign his position. He 
wrdte ‘to me for. some expression of opinion 
as to the possibilities before him. 

T knew the young man well and felt con- 
vinced in my own mind that he would not 
achieve the success in the life insurance field 
that he had in his educational work. I could 
plainly see how he had been attracted to the 
methematics of life insurance. His mind was 
trained for an actuary, not.an agent. 

I suggested to him that before he decided to 





L resign he give life insurance soliciting a trial 





and devote a summer vacation to it, working 
faithfully with the idea of making a success 
of it. He did so, and at the end of the 
period was thoroughly convinced that he was 
not intended for a salesman. The manager 
who was attempting to induce him to give up 
his position was much aggrieved at what he 
deemed my interference. I do not believe 
this manager ever intended to be unjust, but 
te did not understand the man that he was 
trying to employ. 

I met an agency superintendent a few days 
ago, who, to my mind, appreciates this fact 
as well as anyone with whom I am acquainted. 
He had just been in conference with a man 
who was emploved on a salary. A _ friend 
had suggested life insurance, and he made 


‘inauiry of the superintendent as to the pos- 


sibilities.. This superintendent had a heart-to- 
heart talk with the man, advising him not 
to resign, but to work nights on life insurance 
in order to get a conception of what qualities 
were needed in soliciting. The superintendent 
will endeavor to make an agent out of him. 
At the same time he will not pull out his 
moorings until both are convinced that the 
experimental work is a success. If the man 
was determined to quit his position, it would 
be a different matter, but where men are in 
a measure satisfied with their work. I feel 
that some practice work should be given them 
to get their measure. 

T hope to see the dav when agents are re- 
cruited, not so much from other callings as 
from young men who are graduating from 
college or entering business, so they can be 
grounded in the work from the beginning of 
their active career. C..M. C. 

es SF SK 
THE SPASMODIC AGENT. 

The agent who works by fits and starts or 
just as his mood directs him, can never reach 
full fruitage. Be he ever so creative or 
ingenius, bfilliant or convincing, the  spas- 
modic man fails to reap his due reward. The 
agent who is always at work, who feels that 
he can lose no time, who realizes that every 
lost moment is a lost opportunity, is the truly 
successful salesman. The busy agent appre- 
ciates the value of the fleeting days. He longs 
for more hours to work. He cannot accom- 
plish all he desires, 

The agent who labors now and then soon 
loses the habit of work. He gets rusty and 
has too much time on his hands. The fire of 
genius is good enough, but many a genius 
fitfully scintillates and dies out. 


as Fe SS 
TALK YOUR OWN COMPANY. 


Every agent should have some clear, definite 
arguments for his own company. He should: 
know what differentiates it from every other 
company. It has some distinct advantages. 
What are they? Many prospects desire to be 
informed what this company has to offer that 
will be particularly beneficial to them. A gen- 
eral agent should formulate some convincing 
arguments for his company and put them in 
the hands of his men. 

s+ SF SF 


Be strenuous, be alert, and you will be 
happy, prosperous and have a lot to be thank- 
fyl for!—Thos, A. Buckner, 
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Among the Companies 





Their attitude and practice in regard to various 
points of underwriting and management 
of their agencies, 











The articles in Everybody’s Magazine av" 
the Era, attempts at exposing the supposed 
financial manipulation and Wall street connec- 
tions of the big companies, have been the 
main topic of conversation among the life 
offices. Some companies have purchased 
stocks of extra copies for use of agents. No 
doubt these articles have had a disturbing 
influence. Even conservative business men 
who at first were amused at Lawson, now won- 
der how much faith can be pinned to his 
ebullitions. This has served at least as an ex- 
cuse for some prospects to defer taking pol- 
icies until they see whether Lawson will have 
more to say. 

These articles have not only disturbed the 
mental serenity of the large companies, but 
business of others has been affected. Several 
cases are known where agents have been 
turned down because of the Lawson frenzies. 

One feature of such contributions is the 
unfortunate undermining of confidence in in- 
surance companies in general. Attacks of any 
nature on the companies always cause sus- 
picion on part of policyholders as to the 
honesty or stability of their companies. An in- 
surance company, like a bank, is a sensitive 
institution. The financial responsibility of the 
companies whose methods Lawson condemns, 
is beyond question, yet these articles cause 
policyholders to believe that danger must be 
lurking somewhere. Life companies are sub- 
jected to more publicity than most corpora- 
tions and are under the surveillance of all the 
different insurance departments. 

Granting that some of the methods of the 
large companies need reforming, are. such 
magazine articles the most desirable way to 
bring a change? When policyholders are un- 
necessarily disturbed as to the character of 
their indemnity after having made several 
annual deposits, it would seem to the unbiased 
observer that some course of procedure could 
be devised to work reforms that ‘would not 
shake the confidence of policyholders in the 
financial reliability of their companies. - 
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In a recent bulletin announcing its new 
policies for sub-standard lives the Travelers 
states that in the past two years it has saved 
about $1,000,000 in business that would have 
been declined if the company had not handled 
sub-standard risks. As the company has been 
writing about $17,000,000 a year, it can be 
seen that for about every $33,000 of standard 
business it writes about $1,000 is sub-stand- 
ard. As it is not seeking sub-standard busi- 
ness and does not take the declined risks of 
other companies as brokerage, its experience 
in receiving applications from persons who 
are not standard risks is probably not very 
different from that of other companies. From 
this may be judged something of the large 
number of people applying for insurance each 
year who are rejected by most companies, 
but are still insurable under some sub-stand- 
ard form. 
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The Mutual Benefit Life points out several 
cases which have benefited from its elective 
non-forfeiture clause granting the assured in 
event of lapse after a policy has been in force 
two years, three months within which to 
choose the form of surrender. If he dies 
within the time and has made no choice the 
face of the policy is paid. Many companies 
only give the paid-up value if the assured 
dies during the period of election. 
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The practice of the Sun Life of Montreal 
where a policy has been lost is to require an 
affidavit from the assured to that effect, 
stating all the circumstances and_ the 
proofs of the loss or destruction. If these 
be satisfactory, the company then issues a 
certified copy of the policy, unsigned. Un- 
der no circumstances, however, does it issue 
a duplicate policy. The privileges of the pol- 
icyholder under the certified copy, as regards 
loads and paid-up insurance, are the same as 
under the original policy, and the company 
does not require a bond where he desires to 





avail himself of these privileges. When a 
claim arises, however, it demands a bond of 
indemnity from two reliable persons for 
double the amount 4 -; original assurance. 


The Connecticut General Life is selling less 
stock rate insurance than it formerly did, 
largely due to the fact that the company dis- 
criminates against that class of insurance in 
payment of commissions. It writes a good 
amount of annual dividend policies, it having 
no tontine classes. Agents find that its term 
policies on the non-participating plan are at- 
tractive to sell to customers that want to be 
protected for a short time. 
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Now that the merger of the Interstate Life 
of Cincinnati into the Columbia Life has been 
completed and additional capital put into the 
company the Columbia becomes a factor of 
some importance in Ohio business. The Co- 
lumbia had a few general agents and the old 
Interestate had quite a plant in the south- 
western part of the State. Their consolida- 
tion gives the Columbia a pretty good agency 
organization, especially in southern Ohio. 
Herman Brockman, secretary and agency 
manager of the Interstate, becomes secretary 
of the Columbia. It is to be hoped that his 
plan of developing a limited field systemat- 
ically will continue to be followed. The com- 
pany operates only in Ohio at present, and 
it has room enough there for some time to 
come if it sees fit to remain in the one State. 
The Columbia has the rates of the New Eng- 
land Mutual. 
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The Life Association of America, which is 
selling stock in connection with insurance, 
has the following to say in one of its circu- 
lars: 

“The early investors in the capital stock of 
one of the prominent American life insurance 
companies have received during the past 
twenty-five years’ cash dividends averaging 
100 percent per annum and stock dividends 
aggregating 2.000 percent. You can, under 
certain conditions, obtain stock in the Life 
Association of America now, paying 10 per- 
cent dividends, which will become just as 
valuable as the stock of the company above 
referred to. That company was five years in 
business before it had attained the proportions 
of the Life Association of America. This is 
proven by its first annual statement.” 
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CLASSIFICATION OF INFORMATION. 

Every well-regulated general agency needs 
a system of keeping articles and literature con- 
cerning other companies. This is valuable 
often in competition. Someone in the office 
should be delegated to clip items of interest 
from: the journals, properly file and index 
them. 

The best plan is to provide a large, expansive 
envelope of durable cover for each company 
and one for each subject of general interest, to 
be used in training men. The contents of each 
envelope should be indexed so that one may 
tell at a glance whether the information de- 
sired is at hand. All rate books, estimates 
and literature of companies should be pre- 
served for reference. Knowledge of some 
phase of a company’s business is in demand 
almost every day. 





IF YOU ACT PROMPTLY 
HERE IS A CHANCE 


A traveling manager of a prominent manu- 
facturing company recently sent the following 
letter to a State Manager of The Fidelity Mu- 
tual Life Insurance Company of Philadelphia: 


“For your information. I hand you 
copy of my resignation as State Manager 
of th Manufacturing Com- 
pany with which I have been connected 
for the past ten years I have come to 
the ‘parting of the ways,’ and have de- 
cided to make life insurance my life 
work. Iam going in with you to make 
SB SUCCOSS. 60.65. 0 0 c080 I have selected your 
company because it is young, progres- 
sive, conservative, with a strong muan- 
agement,and best of all, one that has 
the goods to sell.” 


The Fidelity Mutual Life has made a 


splendid record for 1904, and its plans for de- 
velopment during 1905 will create some agency 
openings which should be sought by men of 
any line of business who are ambitious to build 
for the future as well as the present. 

@ chance for you if you act promptly, 


Here is 





“ACCUMULATIYE DIVIDEND” 
POLICY OF THE TRAVELERS. 


The Travelers’ new “accumulative dividend” 
contract, which provides that in the event of 
total disability the company will pay the pre- 
miums, is almost identical in terms with the 
company’s “guaranteed dividend” policy, ex- 
cept in about three particulars. 

The rates are the same, the guarantees are 
the same up to the twentieth year, and both 
are written on the deferred distribution plan. 
The “accumulative dividend” policy, however, 
does not guarantee any sum above which 
the dividend at the end of twenty years must 
be. The guaranteed cash value at the end of 
the twentieth and later years is about 10 per 
cent more than the full American 3 percent 
reserve which the company’s annual dividend 
policy guarantees. The loan value is increased 
accordingly. 

The “accumulative dividend” policy contains 
the following clause 

“Premiums on contract paid by the com- 
pany if insured is wholly disabled as follows: 

“After one full premium shall have been 
paid, and before a default in the payment of 
any subsequent premium, if the insured shall 
furnish satisfactory proof that he has become 
wholly disabled and will be permanently, con- 
tinuously and wholly disabled for life by 
bodily injuries or disease from pursuing any 
and all gainful occupations the company by 
an endorsement in writing upon this contract 
will agree to pay for the insured the premi- 
ums, if any, which shall thereafter become 
payable during the continuance of such dis- 
ability. In any such case the cash loan and 
cash surrender values shall increase in like 
manner as if the premiums were being paid 
by the insured. If, however, the insured shall 
recover so as to be able to engage in any 
gainful occupation for wages or profit during 
the premium-paying period, the obligation on 
his part to make payment of premiums in 
accordance with this contract shall recom- 
mence, but only from date of recovery, with 
the same force and effect as if this provision 
were not contained therein.” 

Holders of “accumulative dividend” policies 
will be placed in a dividend class by them- 
selves and their dividends collectively will 
have to bear whatever expense the company is 
at in paying the premiums of those who be- 
come totally disabled. 

So eminent an authority-as Rufus W. 
Weeks, actuary of the New York Life, has 
stated that “as a rule a man dies within a 
year after his health has permanently -given 
way.” If this should prove to be the expe- 
rience of the Travelers with holders of “ac- 
cumulative dividend” policies the expense of 
paying the premiums of the totally disabled 
would not be enough to affect materially the 
dividends, and holders of these policies would 
fare practically as well as holders of “guar- 
anteed dividend” policies. 

The company expresses the hope that it will 
have an experience that will warrant it in 
guaranteeing dividends at a later date. 

xs FF SF 
AIR OF A BUSY MAN. 


One of the most important things that the 
insurance solicitor should impress upon his 
prospects is the fact that he is an exceedingly 
busy man, and that he has no time to waste 
or to give to anything save the promotion of 
his business. 

Never let a man get the idea that your 
time is worth nothing, that you can just as 
well as not sit around waiting his pleasure, 
or encourage him to impose on your good 
nature by being careless about keeping ap- 
pointments that he may have made, for just 
so soon as you do these things you not only 
lose your own dignified position and self-re- 
spect, but you give your prospective applicant 
to understand that you have nothing else in 
view but to follow him around, and he be- 
comes not only annoyed and irritated but 
finally disgusted, and will either not take any 
insurance at all, or, if he does, will place it 
with some other agent—R. W. Stevens in 
Illinois Life Bulletin. 
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“If remiss in the matter of life insurance. 
even though faithful otherwise, the lack of 
forethought will be distressing for the widow 
to overlook,” 
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Features of the Month 


Comments on some of the events which have 
recently transpired in life insurance 
circles, 














Before another issue of THE SUPPLEMENT 
appears this year’s work will be completed, 
the New York Life and one or two others 
will have their annual statements before the 
public, and all agents will be started on the 
making of a new record. This has been a 
good year for life insurance, especially good 
for a presidential year. Next. year will be 
better, at any rate, every agent should have 
faith that it will be, and in this instance it 
is not necessary to define faith as “believing 
something you _—”* not so.” 


The Colorado department recently reported 
very favorably on the condition of the Central 
Life of Des Moines, which it had examined. 
This is a litthe company, which is pushing 
out slowly but steadily, is not overcome with 
a desire to grow big in a year. It would 
be a good thing if- some other companies had 
somewhat similar notions. 
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The Royal Templars of Temperance, a Buf- 
falo fraternal, has gone into the hands of a 
receiver. The assessments had gone higher 
and the members were quitting, and there was 
nothing else to do. The counselor of the 
order has recommended that the members 
who are young enough go into the American 
Temperance Life and the old ones go into 
the Life Insurance Company of Pennsylvania. 
This advice reminds one of that printed on 
a card recentiy gotten out by a Chicago print- 
ing house, “Go to hell, I have troubles of 
my own.” 
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The New York Life has a contest on, to 
run to the end of the year. The Provident 
Life & Trust has — 


The case of the Equitable Life of New 
York against Commissioner Host of Wiscon- 
sin is to come up in the Supreme court of 
Wisconsin next week. If the decision is 
against the commissioner, the question of how 
frequently surplus must be divided in Wis- 
consin will be settled in favor of letting com- 
panies make distributions at such times as 
their policies call for. If it goes against the 
company, the law of Wisconsin will have been 
made ‘plain as requiring that distribution be 
made at least once in five years, unless the 
Equitable should find some constitutional 
point on which to take the case to the United 
States courts. 

There has been considerable ill-will engen- 
dered over this case, for which there was no 
occasion. Some of the Equitable people have 
intimated that Mr. Host was arbitrary and 
inclined to set up his own opinion as to how 
a company should be run when he had never 
run one and did not know much about the 
question. This was unjust. Mr. Host sim- 
ply undertook to enforce the law as he con- 
strued it, and as the District court has since 
construed it. If there is any just complaint 
to be made, it should be directed toward 
former commissioners of insurance in Wis- 
consin, who allowed the company to go on 
doing business in its own way, when there 
was a question as to whether the law permitted 
it. The meaning of the law should have been 
determined years ago; but, as it was not, the 
next best thing is to settle it now. 
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Superintendent Vredenburgh of Illinois has 
secured the appointment of a receiver for the 
Western Union Life and an injunction to re- 
strain the Life Insurace Compay of Penn- 
sylvania from reinsuring the risks of the 
Western Union and taking its assets out of 
Illinois. 
Western Union, the Philadelphia people were 
not slow in shipping the books and papers 
of the company out of the State, and it is 
presumable that the funds, if any, were not 
forgotten. Unless it can be gotten hold of, 
there does not appear to be anything for the 
receiver to take charge of except the com- 
pany’s charter. 

The Western Union is only a memory, and 
not a sweet one. If the insurance superin- 


tendent could only have had a receiver ap- 





According to an ex-officer of the. 





pointed for it before it started, it would have 
been an excellent thing to do; but under the 
law it was probably solvent and strictly legiti- 
mate up to the time it sold everything but 
its debts to the Pennsylvania concern. 
A farmer’s children wanted some apples. 
“Well, you go down cellar and pick out 
some specked ones,” said the old man. 
“But they ain’t no specked ones, pa.” 
“Well you'll have to wait till there are, 
then. I can’t afford to have you eating good 
apples when they’re worth a dollar and a 
half a bushel.” 
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In the last few weeks the New York Life 
has done some good work for its agents in 
pointing out to them several specific classes 
of prospects they ought to go after and fur- 
nishing them with good arguments to use 
with these prospects. The company urged that 
they give especial attention to first voters, 
women and children. These are three classes 
that have been considerably neglected, with 
the exception of children, to whom the in- 
dustrial companies have given much atten- 
tion. The New York Life’s policies for chil- 
dren, however, are in no wise like industrial 
policies. 


The receiver of the Continental Life of Des 
Moines has reported to the court that ap- 
pointed him a sensational condition of rotten- 
ness in the management of the company. He 
alleges .that it was to have been sold out to 
some other concern, and the two chief officers 
were to receive $4,000 out of the deal. What 
the policyholders were to receive is not in 
evidence—probably nice new pieces of litho- 
graphed paper, embellished with the auto- 
graphs of eminent men. It is a pity to spoil 
good paper in that way; but, while the world 
is full of suckers who would rather go into 
worthless companies than good ones, one must 
not blame the lithographers. 
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The Life 


Insurance General Agents and 
Managers 


Exchange, recently organized at 
Cleveland, will be watched with much in- 
terest. General agents in many cities have 
felt the need cf some organization to protect 
them from the wiles of the rounder, but very 
few such have been started. The Cleveland 
exchange proposes to keep a record of every 
life insurance man in the city, which any 
member can get, thus enabling him to decide 
whether the man appears to be such as he 
wants. It is no blacklist, as the good are 
recorded as well as the bad. Members also 
agree not to employ each other’s agents with- 
out an understanding and not to accept 
brokerage from the agents of other offices 
unless with the approval of the office in which 
the agent belongs. The intention is to break 
up the practice of agents of leaving one 
agency, in debt to it, and going to another, or 
brokering business at another office in order 
to get cash for it, while they are in debt 
to their own office. Good agents have nothing 
to fear from the plan. It will rather work 
to their benefit by cleaning out some of the 
rounders and other undesirable ones. 
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The Northwestern National Life has prac- 
tically pulled out of Chicago, so far as the 
writing of new ordinary business is con- 
cerned. Northern Illinois has been placed 
under the jurisdiction of the St. Louis office 
and will be worked outside of Chicago. The 
company decided, as many other small com- 
panies have, that the expense of getting busi- 
ness in the face of the fierce competition of 
the big city was too great. A number of the 
young companies from Indiana, Iowa and 
elsewhere are admitted to Illinois, but only 
a few of them are ye * ls in Chicago. 


Nicholas Guerdan has been advanced from 
the vice-presidency to the presidency of the 
German Mutual Life of St. Louis, succeeding 
the late Christopher Stifel. There will be no 
change in policy, but the company will go on 
in its very conservative way, writing a little 
new business each year. The German Mutual 
some time ago had paid back to policyholders 
more than it had ever received from them in 
premiums. It has been in business since 1858, 
and at the end of last year had about a mil- 
lion and a quarter in force, the new business 
for the year being about $146,000, while the 
business terminated by all causes was $47,000. 
Its premium income was a little less than $39,- 
000, and it paid policyholders over $6,000 in 
dividends. 


"year. 





LIFE INSURANCE ARCHITECT— 
HOW 10 BUILD A STRUCTURE. 


A gentleman of our acquaintance has 
worked out the following plan of insurance 
on his life which has many good points: 

Three years after his graduation from col- 
lege, being in receipt of a moderate salary, 
he determined to build up his insurance sys- 
tematically, and in such a manner as to make 
it self-carrying by the time he had reached 
the age of fitty. The plan was as follows: 

At age twenty-five he took out an endow- 
ment policy of $3,000, costing him about 
$151.59 per year. This endowment policy 
yields him a considerable return in dividends 
annually, which he applies to the reduction 
of the premium, thereby decreasing the cost 
of the policy considerably. 

Five years later when the endowment in- 
surance was one-quarter paid he married, and, 
following his plan, celebrated the event by 
taking out a $5,000 twenty-payment policy at 
a cost of $173.80. 

At the end of five years the cost of these 
policies, like the endowment, will have ma- 
terially decreased from his having applied ‘the 
yearly dividends declared on them to a re- 
duction of the premiums. Instead, therefore, 
of having fo pay $325 annually, which was 
the gross premium of both policies, his an- 
nuai dividends will reduce the cost consid- 
erably. Taking into consideration the facts 
that within ten years the endowment will 
cease to demand a premium at all, but will 
actually yield him an income nearly equal to 
its present cost, and that he will then be ap- 
proaching his most productive age, which will 
continue beyond the time his endowments 
matured, he plans to take out an ordinary 
life policy for $7,000, costing him $196.77 a 
The total cost of the insurance will 
then be less than $500, decreasing thereafter 
still further by the application of the divi- 
dends declared on the ordinary policy to re- 
duction of premiums. 

At the end of ten years, when forty-five 
years old, the endowment policy will mature. 
The total annual cost of the insurance then 
will fall from less than $500 to about $250 a 
year. The endowment policy will have ceased 
to demand a premium, but invested at 4 per- 
cent will return an income of $120 to $135 
a year. He will then apply this to the cost 
of his insurance, reducing the cost of his 
insurance now in force to less than $230 a year, 

At the age of fifty the $5,000 twenty-pay- 
ment policy will have become paid up and 
the total cost of insurance thereafter will 
have fallen to less than $76 a year. 

The returns will be at end of twenty-five 
years 

$3,000 in cash, , 

$5,000 insurance fully paid up. 

$7,000 ordinary life being carried almost 
without cost by the income of the endow- 
ment and the application of the dividends to 
reduction of premium.—Travelers Record. 


st SF SK 
HAVE AN OBJECT. 


Have an object; then go after it, and go 
hard. Many a country boy comes to a big 
city and forges his way to the front with 
no other capital than a brain equipped to 
accomplish a well-defined object, and “get 
there.” You needn’t go beyond your own ex- 
periences to understand what I mean. Don’t 
you recall that many, yes, most of the things 
you have set your heart on—really set your 
mind and heart on—finally came to pass? 
They were brought about because your energy 
and your stamina were concentrated on those 
very points. Give yourself an adequate object 
to strive for, and the battle is half won.— 
Thos. A. Buckner. 











You Are 


anxious to increase your present income, 
You are desirous of future advancement. 
You need an income when you stop work. 
Your family needs an income when you die. 


We Are 


able to make all this possible for you. 

H. E. MARSHALL, Supt Northwestern Dept. 
Provident Savings Life, 

1301 6 Monadnock Block, Chicago. 
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SOME TIMELY SUGGESTIONS 
FOR INSURANCE SALESMEN. 


A. H. Revell, the well-known head of the 
house furnishing establishment of Chicago 
bearing his name, has an article in System 
that should be read by every life insurance 
man. One of the life managers has adapted 
it to the use of his agents and added a para- 
graph referring to life insurance. It is as 
follows: 

“When you want a thing badly, talk to your 
man face to face. Look him in the eye and 
tell him what you want and why you want it. 
And do it at the opportune time. Personality 
is the most valuable asset a man can have. 
No matter where a man may be—in business 
or in society—personality is the force that 
compels attention. And to attract and to hold 
the attention of your listener is the first quali- 
fication of a man who is presenting a business 
proposition. To resolve personality—in a busi- 
ness sense—into component parts, it should be 
classified as follows: 

%. caee, 

2. Enthusiasm. 

3. Knowledge of business. 

4. Dress. 





“Under tact I include intelligence, reserve 
and all other qualities that enable a man to 
adapt himself to circumstances—qualities 
which in themselves constitute tact. From the 
moment a man enters the office until he closes 
the door behind him, tact is winning or losing 
for him. He may not know it, his listener may 
not know it. Tact would defeat its own pur- 
pose if it appeared to be conscious of itself. 

“To be most effective, tact must be exer- 
cised before the interview is taken, The man 
with a business proposition should have a 
definite line of procedure mapped out before 
he sees his man at all, His line of argument 
must be based upon a knowledge of the man 
and of his business in relation to the inter- 
viewer's own proposition. The first aim in 
every proposition is to make close connections 
with the interests of the man you approach 
and to make them quickly. At first his mental 
attitude toward you is negative, or at least 
indifferent. You must make this negative a 
positive attitude in your favor. 

“e 


“In reality the man you approach has the 
superior position, because you are coming to 
him. Reverse this relation. You can do much 
to make this man come to you if you know 
enough about him, You must show him that 
you have come to offer an opportunity and 
not to ask a favor. It is sometimes possible 
not to ask anything at all, but merely to state 
your proposition and then set yourself to 
answering objections and setting forth the 
advantages that you believe would appeal to 
a man in his position. Go into a man’s office 
with something to say. Say it, and then stop. 
Beginning before you know what you want 
to say and keeping on after you have said it 
is josing both your time and your proposition. 

“Talk just enough to keep the conversation 
alive and no more. Make your sentences in 
the office the shortest possible distance be- 
tween two points. Remember that when a 
man’s listening he is not telling on himself 
and he is flattering the man who is. It does 


IF YOU WANT 


To establish quickly a paying life 
insurance business of your own, 
these things are necessary : 





1. A direct contract, involving permanence. 


2A querer with satisfactory history and 
financial standisg. 


3. A pleasing policy. 


4. A management striving for low expense, death 
and ratios. 


THE EQUITABLE LIFE OF 1OWA 


(Home Office, Des Moines, lowa) 


offers these advantages. If you add to them an 
intelligent, energetic, determined effort, you will 


SUCCEED! 





not take talk in quantity to impress your 
listener that you know your business. It is 
the quality of talk that counts. When a man 
knows what he is doing, he doesn’t have to 
explain to people that he does. It is not what 
a_man knows, but what he thinks he knows, 
that he talks too much about. Do not grovel 
for business; you lower yourself and give your 
listener the whip hand at once. But don’t 
stand so high on your dignity that you can’t 
see your listener when he’s reaching for you. 


“Remember that ‘a real salesman is one 
part talk and nine parts judgment; and he 
uses the nine parts of judgment to tell when 
to use the one part talk.’ Be straightforward 
in your manner. Frankness begets frankness. 
Many otherwise honest men talk in a dishonest 
way merely because they think they are meet- 
in the dishonesty of the other fellow. Make a 
man honest with you by being honest with 
him, but under no circumstances let him make 
you dishonest. Stick close to your subject. 
Most men are busy, and have other proposi- 
tions to consider than your own. If you know 
your man, and opportunity offers, it might 
occasionally be well to digress with a personal 
remark or an anecdote, Some of the enthu- 
siasm he feels while talking on a pet theme 
may be deflected your way and may help-you 
to win his interested attention. But you must 
assume that your listener is more interested in 
making money from you than in making a 
companion of you during business hours. 

“Enthusiasm is the proof that a man be- 
lieves in himself. And a man who believes 
in himself is the man who makes others be- 
lieve in him. Enthusiasm is the proof that a 
man really believes that he has something to 





REASONS FOR REJOICING. 


If it requires some self-denial at times 
to meet the premiums on your life policy, 
which are an insignificant proportion of 
your salary, consider what conditions 
your family would face if deprived of 
both salary and insurance. Rejoice that 
you have insurance. 

That you are alive to pay the premiums. 
And that a little self-denial accom- 
plishes so much—Travelers Record. 











offer—something that will help his hearer and 
himself. Enthusiasm attracts, It is contagious, 
and when backed up with business knowledge, 
it convinces. As Emerson says, ‘Nothing great 
was ever achieved without enthusiasm.’ 


“In the first place a spécial knowledge of a 
men’s business is the most direct way to hold 
his interest. Such a knowledge shows him 
that you are in a position to talk intelligently, 
and is a stepping-stone to his confidence. 
man who goes into an office should know 
something of the aims and methods of the 
man behind the desk. He must be able to 
consider the proposition from his viewpoint, to 
understand his attitude toward his own busi- 
ness and toward his competitors. Then when 
he talks you will be better able to interpret his 
motives, to find out why he takes the course 
he does and how you may deflect this course 
into your own channels, 

“You cannot find out a man’s attitude until 
you get him to talk, and you cannot get him 
to talk until you show him that you have a 
definite idea of the value of your proposition 
to his business. If your knowledge of his 
affairs is accurate, you can make statements 
that will lead him to ask questions. At this 
point you are making progress, for you are 
then given an opportunity to know his objec- 
tions and to repel attacks on the validity of 
your arguments. To make a man ask the 
questions you want him to ask is a triumph. 
When you have fairly answered a man’s objec- 
tions you have taken the ground from under 
his feet, and placed it under your own. Notice 
also, how much stronger your point is if you 
can induce the man to make the objection you 
are waiting to answer than to answer the 
objection before it is made. 

Nea 

“A half-knowledge of your subject is better 
than no knowledge, but it is often the other 
half that you want the most. What you know 











weighs a pound and what the other fellow 
knows weighs two. And it generally takes 
| some coaxing to make them balance. 

“A man who enters a business office to 





present a proposition is generally sized up at 
a glance. And, except his face and hands, his 
clothes are about the only points the observer 
has to figure on until he begins to talk. The 
‘apparel oft proclaims the man,’ and the saner 
his dress, the saner its wearer is likely to be 
and the more confidence he will inspire. A 
man’s clothes go a long way to help the people 
he meets classify him. This classification may 
be unconscious. At first glance you may not 
figure out that because a man wears a black 
frock coat, straw hat and a checkered shirt he 
does not know his business, but the chances 
are he has not learned to adjust himself to his 
environment. And a man who cannot adjust 
himself is seldom a good business man. 


be 


“T once heard a college president say that 
a gentleman never dresses to attract attention. 
And the man who calls attention to his clothes 
is generally detracting attention from the man 
inside them. I know a man who always 
dressed so faultlessly that it took him a long 
time and cost him a lot of money to get a job. 
Nobody thought they could afford to pay him 
the salary his clothes demanded. And I know 
men who have ability, but are so thoughtless 
about their appearance that employers have 
no confidence in their carefulness or in their 
taste. A man who enters the office with a sack 
coat, a silk hat on his head and a cigar in his 
mouth, is not a normal man. He hasn't 
observed the fundamentals of dress. The 
chances are that he has not associated with 
men who have. A man is known by the com- 
pany he keeps, and his clothes reflect the 
tastes of his friends. And a man who has 
not associated in business with a man of the 
caliber of the man to whom he is offering a 
proposition cannot be assumed to be able to 
place himself in the other’s position and see 
the situation from his viewpoint. It is the 
normal dress that proclaims the normal man, 
and he is the safest kind to handle a business 
proposition. 

“< 


“A business man is inclined to listen to 
someone who appears to be prcsperous. It 
gives him confidence in his abilities. But 
prosperity is more often shown in neatness 
than in style. A big diamond in a soiled 
shirt doesn’t always prove that it is an appre- 
ciation of the esthetic that makes a man for- 
getful of the dandruff on his coat or the mud 
on his shoes. When one man out of ten esti- 
mates a man’s character by his clothes, it is 
just as well to put up a good appearance. 
Appearances are deceitful, but the man who 
makes them count for him instead of against 
him is the man who can show the bright 
side of a business proposition. But dress is 
of value only as one of the helps in estimating 
a man’s worth or position. It is not tact 
alone, nor enthusiasm alone, nor knowledge 
of business alone, nor dress alone. It is the 
quality inside the man inside the dress—per- 
sonality.” 


“A life insurance agent, if he be something 
more than a mere plodder, must use a score of 
faculties which the office or factory employe 
is never called upon to exercise. He meets 
all kinds of men under all sorts of conditions, 
and must discover a way to impress, please, 
arouse, placate, convince and overcome each 
individual of them all. There can be no more 
routine in his work than there is in that of a 
prizefighter who has to meet a dodging, parry- 
ing, striking foe. 

“Tact, diplomacy, assurance, keen observa- 
tion, quick decision, good judgment, ready 
sympathy, unfailing courage, bulldog deter- 
mination—all of these qualities he must de- 
velop in some measure in order to succeed.” 





Three More Men 


of Good Character and Ability | 
wanted by The Illinois State Agency 
of The Berkshire Life Insurance 
Company. Address, giving experi- 
ence and references, 








W. D. WYMAN, Manager for Illinois 
100 Washington Street, Chicago, ii. 
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HE specialized mortality investigation MALE 
. : : verage 
which the Actuarial Society of Amer- Exposed Duration 
ica completed in 1903, covered thirty No.of to Risk. of Risk. 
Lives. (Years) (Years) 
years’ experience, ending in 1900, | 1—Reer sellers ....... : 462 7.3 
of the companies contributing data. 2—Publicans ......... 1,761 15,009 8.5 

Cl 8 intinded. boteth d 3—Innkeepers ......... 941 10,757 11.4 
: ass 25 included hotelkeepers, not attend- 4—Hotelkeepers ...... 979 8,033 ‘9 
ing bar. 5—wWine and spirit mer- 

Class 29, wine or liquor sellers, abstainers. chants (England). 149 1,578 10.6 

Class 30, wine or liquor sellers, non- G—Idcensed grocers | _ ” 

ISS 30, q s S, (Ireland) ....... 255 2,019 7.9 
abstainers. 7—Licensed grocers 
; s. (Scotland) ...... 713 5,915 8.3 

Class 31, brewers or employe geet meee ha wis 

Class 32, distillers or employes. (Scotland) ...... 13 1.362 10.5 

Class 45, those who have taken cure for, | 9—Grocers (Ireland)... 502 5,723 11.4 
or reformed from, intemperance. 10—Grocers (Scotland) . 2,077 20,771 10.0 

As before stated, a modified rate of ex- vy tlamgland) 140 1496 10.7 
pected mortality was adopted, in order to | 12—Travelers in liquor 
eliminate the effects of recent selection, such trades wea 133 862 6.5 

‘ ° ° 13—Miscellaneous ..... 575 5,228 9.1 
basis, however, being somewhat different from Me. 
that employed in Mr. McClintock’s paper. Total male lives... .8.418 79,215 9.4 
The standard table was a modification of 
Farr’s Healthy English table, which the com- Average 
mittee in charge believed to be, on the whole, % Exposed Duration 
fairly representative of the average business yng Women; (Years) 
of American companies, after the first five | i—Hotelkeepers ....... 154 1,309 
years of insurance. The modifications for the | 2—Innkeepers ........ 131 1,410 10.8 
earlier years vary with the age groups, but | *—W oe ee liquor sell- - 28 as 
approximated the percentages of the American ‘ii 116 1,035 8.9 
experience indicated above, in connection with | 5—Grocers ........... 92 868 9.4 
the second table of general results in the Total female lives.. 634 5,856 9.2 
Mutual Life experience, with which the fol- 
lowing tables may, therefore, be computed It will be seen that several groups may include 
as to actual and expected loss. These sta- mg FAs little to do directly with the sale 
tistics show the number of policies instead In Class 1, beer sellers are distinguished from 
of the amount insured, as in the previous | ordinary publicans and seem to be regarded as an 

rare inferior class of publicans. 
exhibits. 

CLASS 28—HOTELKEEPERS, NOT ATTENDING BAR. 

Ages Experience of First Five Years. ——— Experience of Years, 6-30. — 
it Entry Exp. —— Act. Deaths Percent. Exp. renee, Act. Deaths. Percent. 

28 46 66 142 49-4 51 103 

2 228 119 251.0 284 113 

170 126 218.1 293 134 

39 119 48.5 57 118 

15-70 Total ..... 404.9 503 124 567.0 685 121 
CLASS 29—WINE OR LIQUOR SELLERS, ABSTAINERS. 

Ages Experience of First Five Years. —— Experience of Years, 6-30. —— 
at E ntry. Exp. Deaths. Act. Deaths Percent. Exp. Deaths. Act. Deaths. Percent. 

MM <0 +e en ale es 23.2 2 95 29.5 35 119 

: Te 67.1 72 107 100.6 126 125 

ES 35.7 42 118 73.3 97 32 

o Sebetes ka’ 5.3 4 75 9.0 13 144 

Total ..... 131.3 140 107 212.4 271 128 
CLASS 30—WINE OR LIQUOR SELLERS, NON-ABSTAINERS. 

Ages Experience of First Five Years. —-— Experience of Years, 6-30. —— 
at Entry Exp. Deaths. Act. Deaths Percent. Exp. Deaths. Act. Deaths. Percent. 
IGG Sts oa oes on 71.8 76 106 83.1 103 24 
ys | eee ee 283.7 345 122 389.4 527 135 
S846. O55 scageeee 152.3 209 137 259.5 367 141 
SF98 ios kes 2 29 111 34.3 48 140 
15-70 Total ..... 534.0 659 123 766.3 1,045 + "136 

CLASS 31—BREWERS OR EMPLOYES. 

Ages ——Experience of First Five Years. Experience of Years, 6-30. ——— 
at BE ntry. eee Deaths. Act. Deaths Percent. Bs xp. Deaths. Act. Deaths. Percent. 
15-28 - 33.2 43 130 47.2 65 13! 

hab a dedae 106.0 139 131 169.5 228 13 

ee ea 64.5 74 115 130.4 190 146 

vitchewat eee 13.4 26 194 24.0 ‘ 51 129 

nee 217.1 282 30 371.1 514 1329 
CLASS 32—DISTILLERS OR EMPLOYES. 

Ages Experience of First Five Years. Experience of Years, 6-30. 
it Entry Exp. Deaths. Act. Deaths Percent. Exp. Deaths. Act. Deaths. Percent. 

2 - 7.9 5 63 12.2 14 115 

26.1 21 80 §2.3 66 126 

18.0 27 150 44.2 dt 100 

10.5 6 57 21.2 22 104 

15-70 Total ..... 62.5 94 129.9 146 112 
CLASS 45—HAVE REFORMED FROM INTEMPERANCE. 

Ages Experience of First Five Years. Experience of Years, 6-30. 
it Entry. Exp. Deaths. Act. Deaths Percent. Exp. Deaths. Act. Deaths. Percent 
15-2 <- sae 18 161 10.9 13 119 

69 118 58.6 80 137 
58 158 47.0 44 94 

9 131 8.6 8 93 
154 136 125.1 145 116 





In April, 
Journal of the Institute of Actuaries, the re- 


1897, there was published in the 


port of a committee of the associated Scottish 
offices on mortality in the liquor trade. The 
data considered by the committee were taken 
from business written between January 1, 1854, 
and December 31, 1890. The expected mor- 
tality, as shown in the various exhibits, was 
that of the H™ table. The general results of 
this investigation are as follows: 





Class 2, Publicans.—Includes all persons sell- 
ing drink for consumption on their premises. 

Class 3, Innkeepers.—A distinct class in England 
and Scotland only, being often practically pub- 
licans. 

Class 5, Wine and Spirit Merchants in England. 
—Mostly retailers. 

Classes 8 and 11, Wine Merchants.—Mostly 
wholesale, except that Class 8 (Scotland) probably 
includes some retailers. 

Classes 6, 7, 9 and 10, Licensed Grocers.—Are 
those who sell liquors usually for consumption 
“away from their premises. Some of these (and 





I 





AVES 
——Died.—— Annual Mortality, Percent. 
Actual. Expected. Actual. Expected. Difference. 
17 7.3 3.68 1.59 2.09 
430 235.37 2.86 1.56 1.30 
306 198.44 2.84 1.84 1.00 
204 125.34 2.54 1.56 938 
40 25.17 2.53 1.59 94 
46 29.13 2.28 1.44 84 
102 74.93 1.72 1.26 46 
23 17.80 1.69 1.31 .38 
96 90.95 1.68 1.59 .09 
50 258.66 1.20 1.25 —.05 
23 24.33 1.54 1.63 —.09 
7 10.19 81 1.1 —.37 
_ 80 71.36 1.53 1.37 16 
1,624 1,169.00 2.05 1.47 0.58 


FEMALE LIVES. 








——Died. Annual Mortality, Percent. 
Actual. Expec ted. Actual. mapas: Difference. 
35 25.52 2.67 1.{ Bf 
42 35.80 2.98 354 44 
21 18.02 1.70 1.46 24 
18 20.60 1.74 1.99 25 
16 18.61 1.84 2.14 30 
132 118.55 2.25 2.02 0.23 
in Jreland, possibly, some publicans) may be in- 


cluded in the groups of grocers. 

Class 13, Miscellaneous.—Includes brewers and 
distillers and their employes, English grocers, res- 
taurant keepers, waiters and other groups, mostly 
small and unsuitable for other classification. 

The exhibit of female risks is interesting, but 
the number of lives is not large enough to establish 
conclusive results, except, possibly, that the extra 


risk is not so great as on males. Perhaps Miss 
Abbey Potterson is a fair illustration of this 
group. 
) The following exhibit shows the rates of 
extra mortality in several of the principal 
classes, grouped according to ages: 
Publicans. Innkeepers. Hotelkeepers. 
cacvee .62 59 84 
TTT 1.48 1.13 ‘48 
nee age 1.55 .89 .90 
ere ey 1.54 70 71 





In the following table the same classes are 
grouped by policy years: 


Extra Mortality, per cent. 





Hotelkeepers and 
Duration (years). Publicans. Innkeepers. 
ele nod ens soasew’ 80 58 
5-10 .dVecseecoveds 1.76 1.61 
EY - and os 0 0.0 o'widae 1.84 1.25 
ye 2 eee .90 -54 
SRE cic sues seas 1.30 99 


One of the practical conclusions is embodied 
in a table of net 3 percent premiums deduced 
from a rough graduation of this experience, 
which table is presented herewith in condensed 
form. 


Hm, Publicans. 
Age. Prem. per po 000. Premium. Excess. 
ey sactecee sewer 14.2 21.1 6.92 
OP <<astoedeorne 18 "80 28.43 9.63 
Oe <Suwitsdcwes eked 25.89 36.76 10.87 
| SP ree ee 38.01 46.93 8.92 
DY Gis saab ecweree 59.87 63.85 3.98 
Inkeepers and 
Hn Hotelkeepers. 
Age. Prem. per "31, 000. Premium. Excess. 
 SPreir te re ee 14.27 20.42 6.15 
Ws ous 0.00 > > 60% 18.80 26.62 7.82 
Are 25.89 33.87 7.98 
Ts a o> 6eugeed s 38.01 44.03 6.02 
OP ‘wssavcasswes 59.87 62.76 2.89 


After observing that the above are net rates, 
with no loading for expenses, etc., the com- 
mittee suggests that the following scale of 
uniform extra premiums is warranted by the 
experience of the companies: 

: Percent of 
amount insured. 


Arey Cee ye 14 
Innkeepers and hote!keepers ............ 1 

Licensed grocers (Ireland).............. % 
Licensed grocers (Scotland)............. “y 


The commitee recommends, in view of the 
varying risk in the different groups, that the 
occupations be more specifically described in 
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proposals for insurance; and suggests pre- 
cautions to be observed in case of changes in 
occupation. 
(To be concluded next month.) 
st Ft Ss 


NEW BLOOD THAT FAILED 
TO BRING DESIRED RESULTS. 


Six years ago the Royal Arcanum made a 
readjustment of its assessments, which the 
members were assured would prevent any 
increase in assessments in the future. We are 
aware that there have been recent denials, 
apparently official, that any such assurances 
were given when in 1898 the assessments were 
increased from seventeen to twenty-one a year. 
Undoubtedly the officials of the order have for- 
gotten how very optimistic they were only six 
years ago. 

It was in May, 1898, that the supreme coun- 
cil of the Royal Arcanum decided to raise the 
number of assessments from seventeen to 
twenty-one a year, and to divide them into 
twelve equal monthly installments. At that 
time the assessments had never exceeded 
seventeen in a year, although it was plainly 
evident that eighteen assessments would be 
necessary in the year succeeding the enact- 
ment of the new plan. In providing for so 
large an increase in assessments the expecta- 
tion was that an emergency fund could be 
created to which a sum equal to at least three 
assessments might be added annually—that is, 
three twenty-firsts, or one-seventh of a year’s 
total assessments. It had taken eleven years, 
from 1886 to 1897, for the assessments to in- 
crease from thirteen to seventeen a year, and 
it is possible that the guiding spirits of the 
Royal Arcanum believed that it would require 
at least eleven years more for the death claims 
to overtake the assessments after they were 
raised from seventeen to twenty-one, 


= 


That this was a very grave miscalculation 
has now been fully demonstrated. In six years 
twenty-one assessments have become as insuff- 
cient as were the seventeen assessment in 1808. 

Sut that there may be no mistake concerning 
the promises that were made to the members 
of the Royal Arcanum when the increase in 
assessments were made, we wish to quote a 
paragraph from the Royal Arcanum Bulletin ot 
November, 1898. It tells about the emergency 
fund and what it would do: 

EMERGENCY FUND. 

By a law which took effect on August 1, 1898, 
the-money in the hands of the supreme treasurer 
in excess of all known liabilities and the amount 
of one assessment on the whole order is to be in- 
vested in an emergency fund, to be invested by 
the supreme trustees in reliable securities, which 
are to be deposited with the state treasurer of 
Massachusetts. 

This fund will be a guarantee to every member 
that his benetit will be paid in full if he lives to 
old age. The income from it will be used to pay 
death benefits, and thus prevent an increase in 
the number of assessments above the present scale. 
It will be an inducement to members to continue 
in the order because of the additional security it 
will furnish. 

It is not such a reserve fund as old line com- 
panies accumulate by profits on their business; 
but it is a small contribution by the member in 
excess of current mortality for the perpetuation 
of the society, and guaranteeing the payment of 
every benefit in full. 
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There is an express declaration. that the 
emergency fund would prevent an increase in 
assessments, yet at the last annual session of 
the supreme council an amendment was 
adopted authorizing extra assessments to be 
levied when “expedient.” But whether such 
an amendment had been adopted or not the 
Royal Arcanum must increase its assessments. 
Its emergency fund after six years’ accumula- 
tions will not provide for four months’ death 
claims, and the death losses now exceed the 
assessments. 
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The Royal Arcanum is in a bad way, and 
why? Because it is not charging its old 
members what they ought to pay. There are 
members in the order to-day 70 years of age 
who are paying only about $16 a year for 
1,000 insurance, and members 80 years of age 
who are paying only $26 a year, while the 
order refuses to receive a new member over 
54 years of age, and for that age at admission 
charges $28.08 per $1,000, The folly of charg- 
ing old members, 70 years of age, only about 
one-half the rate charged new members 16 








years younger, ought to be apparent even to 
the most visionary Royal Arcanum champion. 

Since 1898 the ordér has- made the most 
desperate efforts to keep down its death rate 
by increasing its membership. It has failed in 
its purpose, while some of the methods em- 
ployed are already producing disastrous re- 
sults. The issuing of $1,000 certificates has 
certainly not contributed to the welfare ot 
the order. As between the members who can 
pay $2 to $3 a month for insurance and those 
who will pay only 60 or 70 cents a month, the 
Royal Arcanum is finding there is a decided 
choice in favor of the larger spender. 
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The effect of bringing in a large number of 
new members, who are carrying less insurance 
than the older members, will be seén in the fol- 
howing comparison for December 31, 1898 and 
1903: . 

DECEMBER 31, 1898. 











Average 

Ages, insurance 
years, Members. Insurance. per member. 
eee 4,559 $ 12,361,500 $2,711 
48,973,500 2,772 

82,284,000 2,822 

99,126,000 2,850 

92,289,000 2,856 

76,246,500 2,867 

59,142,000 2,859 

37,039,500 2,866 

18,651,000 2,890 

7,876,500 2,905 

3,012,000 2,874 

Se Re 290 817,500 2,818 
ys Sa ee 189,184 $537,819,000 $2,843 
DECEMBER 31, 1903. - 

Average 

Ages, insurance 
years, Members. Insurance. per member. 
SS See 16,220 $ 24,362,000 $1,502 
a 33,444 56,039,500 1,675 
eae 41,428 83,357,500 2,012 
ee *44,636 102,580,500 2,298 
Co Bee 44,058 108,792,500 2,469 
pe 36,527 94,419,000 2,585 
oo, PREECE 28,402 75,387,000 2,654 
GS-GO. ow oss 19,391 53,898,000 2,780 
TS 11,047 31,590,000 2,860 
ETE 5,149 14,838,500 2,882 
J eae 1,978 5,741,000 2,902 
URS < Ss ao 80 2,313,000 2,859 





Total ......283,089 $653,319,000 "$2,308 


In the five years to December 31, 1903, the 
membership has increased $93,905, or about 50 
percent. The insurance carried increased 
$115,000,000, or less than 21% percent, An 
average increase of little more than 4 percent 
a year in insurance is not a very encouraging 
growth. But note the decrease in the average 
insurance of the younger members. Under age 
30 the decrease is from $1,100 to $1,200, be- 
tween 30 and 40 from $500 to $800, between 
40 and 50 from $300 to $400, between 50 and 
60 from $100 to $200, while for ages over 60 
there is practically no decrease, The average 
for all the membership is $535 less than it was 
five years ago. 
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It goes without saying that if new blood is 
to offsét old blood, it will take three times as 
many new members carrying $1,000 certificates 
as it would if they carried $3,000 each. After 
all it is not the number of members but the 
assessments which they pay and the insurance 
which they carry which determine the stability 
of a fraternal order, %and it is in these things 
that the Royal Arcanum is deficient.—-The In- 
surance Observer, 
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A brief, pithy talk has a better effect upon 
a busy man -than a prolonged and intricate 
argument. The salient points of the policy 
are all he is interested in, and they can be 
driven home harder in short pointed sen- 
tences than in an involved explanation —R. 
W. Stevens. 





AGENT'S RELIGION AND POLITICS - 


MATTERS TO BE CONSIDERED. 


In a former issue of THE SUPPLEMENT was 
published a list of questions, which an agency 
superintendent sent out seeking information 
concerning applicants for agencies. Among 
them were inquiries as to what church and 
political party the applicant was affiliated with 
and what the predominating religious de- 
nomination and political party in the neigh- 
borhood were. To some persons such ques- 
tions may appear impertinent and irrelevant, 
but such is not the case. That superintendent 
was making inquiries for purely business rea- 
sons. He probably had no interest in the re- 
ligious or political convictions of the appli- 
cant or whether he had any, but he knew that 
on that man’s ability to get business these 
matters would probably have an important 
bearing., 

Here and there is a man big enough so that 
he can be the only Democrat in a Vermont 
town or the only Roman Catholic in a strongly 
protestant town and get the admiration of his 
fellow townsmen for his backbone in standing 
alone. But unless a man is of such mold that 
he can get this admiration, he is likely to be 
looked upon as merely “cranky” or “off color.” 
In religion and politics the public is narrow- 
minded in many instances. It can forgive a 
man if he does not vote or does not go to 
church, but it cannot forgive him if he votes 
contrary to the great majority or attends a 
church which is not popular. 

In a small place, where everybody knows the 
business, religion and politics of his neighbor, 
a man who must make his money for the most 
part out of the people of influence and stand- 
ing in the community, is handicapped in being 
allied with organizations upon which those 
people do not Jook with favor. 

Probably no one would advise a man to 
stultify himself by voting or attending a cer- 
tain church against his principles, yet a man 
who was considering his application for an 
agency would consider these matters. If the 
same man were to go to another town where 
his religions and political leanings were popu- 
lar, what had been a handicap would become 
an influence in his favor. 


ss Ss 
TEN RULES APPLIED BY 
THE SUCCESSFUL SOLICITOR. 


The National Life U. S. A. gives the fol- 
lowing ten rules used by the successful life 
salesman: 

1. He starts in early and works late each 
day. 

2. Is always cleanly and neat in appear 
ance, avoiding extravagances. 

3. Has a defined plan for his work. 

4. Makes such careful study of his policy 
contracts as to be able to suit them to the 
conditions as they may develop in the course 
of his work. 

5. Never waits to be invited to write the ap- 
plication, but is conscious of and embraces 
the supreme moment when it arrives. 

6. Never fails to get a settlement with the 
application. 

7. Is always careful to leave his applicant 
in good humor, having obtained his friendly 
esteem for himself and the company. 

8. Never fails to secure references to the 
immediate friends or associates of his appli- 
cants. 

9g. Is always prompt in his settlements with 
the company. 

10. Never wavers in his ambition to ex 
ceed his best previous record. 





XPERIENCED insurance men appreciate the advantages of 
direct contract relations with their company. It is an in- 
spiration denied the average solicitor. 

We make a specialty of helping the Agent do pevaner things, 

and _ we put into his hands the policy that will SELL. 

Our new policy just out has the selling points. Let us tell 


you about it. 


AMERICAN CENTRAL LIFE INS. CO. 


INDIANAPOLIS 
Now doing business in the states of Pennsylvania, Ohio, Michigan, Indiana, Tennessee, Illinois, Missouri, Kansas and Texas 























Comment and Gossip 





Various subjects, personal and non-personal, 
of interest to workers in the field of life 
insurance. 











I ran across a rather interesting case while 
visiting a small Illinois town recently. It 
seems that Dr. Albright, the superintendent 
of agents for J. L. Ferguson, northern IIli- 
nois manager of the Prudential, visited this 
town and with the agent wrote nineteen ap- 
plications. A physician was appointed exam- 
iner and the applications were forwarded to 
the home office. In about two weeks the 
Prudential wired Mr. Ferguson that it could 
not accept the applications with the physician 
making the examinations, who had passed on 
the risks. An attempt was made to get these 
through, but the company insisted on a new 
examination. Dr. Albright saw all his nine- 
teen people go glimmering, as he supposed 
they would resent another examination. The 
Prudential consented to a Chicago physician 
being sent to do the work and Dr. Albright 
accompanied him. This being a month after 
the first visit. They went to the physician 
who made the examinations and explained the 
situation. He was greatly incensed, but before 
he could use his influence against the com- 
pany, Dr. Albright and his doctor visited the 
applicants and all consented to the re-examina- 
tion except two. However, three new ones 
were secured. All paid the premium and the 
policies were secured. It seemed strange to 
me that in a small community that this could 
be done with so little noise and friction, as 
country people are more or less suspicious, 
after a month’s time has elapsed. Plenty of 
time had passed for most of these people to 
consult each other, but all had faith in the 
agent. I do not believe any of them now 
know why he was re-examined. The ori- 
ginal examiner’s - reputation remains  un- 
tarnished, so far as the neighborhood is con- 
cerned. -One amusing incident took place. I 
happened to be in the office of the doctor 
who made the first examinations. Dr. Al 
bright of the Prudential, who had secured the 
business with the agent, was present. The ex- 
amining doctor was heaping epithets on Dr. 
Albright and his company for the reflections 
on him. It looked as if a fistic encounter 
would ensue, and as Dr. Albright is a spare 
man it seemed to me that he would receive 
a severe drubbing unless I interposed. Gen- 
eral Agent Ferguson had concluded to send 
Dr. J. W. Hall, then agency manager, down 
to the town to visit the policyholders and 
keep them in good fettle, owing to the peculiar 
conditions. The original examining doctor 
was drubbing Dr. Hall in abusive language 
to Dr. Albright and threatened to make mince- 
meat of the old Bloomington politician, when 
Dr. Hall stepped in the office. He is a mas- 
sive, towering man, and could win in any 
kind of a fight. His accuser melted like a 
flash and all his big talk and blood and 
thunder threats vanished in a trice. It pays 
to have a large physique some times. 
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C. C. Hines Sons Company of New York 
have issued an excellent book by Henrv Moir, 
actuary of the Provident Savings, whose title 
page reads “Life Assurance Primer, a text- 
book dealing with the practice and mathe- 
maties of life assurance, for advanced schools, 
colleges and universities.” It is written in a 
style very clear and as simple as the subject 
will permit. From it an agent having some 


‘ knowledge of algebra can learn not only the 


principles of life insurance but the elements of 
actuarial science. 
we 


\n agent was telling me the other day his 
experience in soliciting James Keeley, man- 
aging editor of the Chicago Tribune. Mr. 
Keeley is one of the busiest men in Chicago 
during business hours. Outside of the office 
he does not consider business propositions. 
Mr. Keeley reaches the Tribune office about 
3 o'clock in the afternoon, and from that hour 
until 2 a. m. his machinery travels at a swift 
pace. My friend, the agent, was anxious to 
solicit Mr. Keeley and sought the Tribune 
office to get an interview. Mr. Keeley in- 
formed him he could not see him until 2 p. m., 
and at that hour would give him full sway. 











The agent returned to his home and took an | 
“owl” car down town to see his prospect. 
Mr. Keeley listened attentively, queried the 
agent in the manner of a newspaper man and 
then told him to return three days later at 
2a.m. The agent did so, and while the heavy 
presses of the Tribune were throwing off their 
daily product of news, Mr. Keeley signed on 
the dotted line, 
vg 
Over at Cleveland a couple of us were 
discussing the use and abuse of membership 
in a club some months ago. The man with 
whom TI was talking was a general agent of 
prominence. Said he, “—— makes us 
ashamed and tired. He has worked every- 
body around the club down to the bell boys 
and porters. Now there is ——-. He is a 
gentleman and would not be guilty of such 
things, but when he gets men outside the club 
what he does to them is enough.” I saw a 
list of some of the latter’s large policyholders 
one time and I was convinced that he had 
certainly done “enough.” In all of this work 
he was a gentleman and retained the respect 
and good will of his fellows. The one case 
illustrates what it is to use acquaintance and 
friendship to one’s advantage legitimately, the 
other illegitimately. Everybody who knows 
anything about this business knows that ac- 
quaintance is a valuable asset to a life insur- 
ance man. Some men, unfortunately, think 
acquaintances are only people to be worked in 
season and out of season. 
w 
A general agent says that he instructs his 
agents in presenting annual dividend contracts 
to treat them much as they would accumula- 
tion policies, giving, instead of statements of 
what annual dividends have been and are 
likely to be, a statement of what the total sum 
of the dividends in twenty years will probably 
be if left with the company. He says that 
the people have been so much educated to the 
accumulation idea and are so impressed with 
the expectation of a considerable sum of 
money at one time, that this way of putting it 
appeals to them more strongly. Of course, 
such a statement of probable dividends does 
not equal the estimates of tontine companies, 
but he finds it comparatively easy to explain 
that there is no forfeiture of these dividends 
by reason of early death or lapse before the 
end of twenty years and thus makes them 
attractive. ; THE On-Looker. 
** * 


MUST RELY ON OWN JUDGMENT. 

A general agent is obliged to rely mostly 
on his own judgment of men. If a man is 
crooked he is likely to give crooked references, 
who will say good things about him because 
they want to see him get a job in hope he 
will pay them money he owes them, or to 
get him out of their employ, from which, for 
some reason, they do not desire to discharge 
him, or for some other purpose. On thi§ ac- 
count references must not be relied upon too 
fully. One experienced general agent said re- 
cently that he had concluded that his first 
impression of a man was generally correct. 
When he had taken the advice of friends 
or the testimonials of references in favor of 
a man who did not impress him favorably, he 
had generally had to pay for doing so. 
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The Washington Life Insurance Co. 


of NEW YORK 
W. A. BREWER, JR., President 


ASSETS, $17,000,000 


If you can successfully manage 
a limited number of counties in 
Ohio, Kentucky or West Virginia 
and want a General Agent's contract, 


Address immediately 


DR. E. C. SKINNER 


General Manager Uhio, Kentucky and West Virginia 
Suite 604-610 Union Trust Building 
CINCINNATI, OHIO 














ACTUALLY PRODUCING BUSINESS 
WHERE NONE EXISTED BEFORE 


It is a common expression to speak of an 
agent’s “producing” business. In one way 
it is very good, but if language were to be 
used more exactly, only part of the business 
written would be said to be “produced.” 
When an agent goes out in the old way, finds 
a man who is willing to take insurance and 
gets his application, he is simply getting the 
business that was already there. When, how- 
ever, he shows a person advantages in life 
insurance of which he had never thought and 
which many another agent would never have 
suggested, he makes business where none was 
and may be strictly said to have “produced” it. 
Of course the greater part of business is 
simply written. Most of it is taken in small 
policies by men of moderate circumstances 
for the protection of their families, and the 
work of the agent is directed toward making 
them do it and do it now. The amount of 
business not so written is rapidly increasing, 
however, and it is the agent who has some 
inventiveness who gets most of it. In small 
towns there is not, as a rule, much of this 
business to be had, but even there a bright 
agent will sometimes be able to add to his 
volume and his income. 

Even in small places men are occasionally 
putting through business deals which tie up 
all their capital and would go to wreck if they 
were to die before the deals were fully con- 
summated. A term policy would protect these 
ventures. Farmers have land partly paid for 
which would be lost to their families if thev 
were to die before the payments were com- 
pleted, while a life policy would protect their 
family’s interest or an endowment would pro- 
tect the .interest of the purchaser himself by 
reason of the large loan value available after 
a few years in case he should meet with mis- 
fortune and be obliged to use it. 

In some small places there are people of 
some wealth who desire to leave some kind of 
a family memorial, perhaps a library or a pub- 
lic fountain to the town, a stained glass win- 
dow or a chime of bells to their church, a 
scholarship in some educational institution 
They may not have the ready cash but could 
afford some money every year sufficient for 
premiums on an endowment policy payable at 
maturity to the institution named. — 

There are many widows and other women 
whose husbands or fathers have left them 
an amount of money, the income from which 
is scarcely sufficient for their support. Yet 
they fear to encroach upon the principal, lest 
old age find them in poverty. It is for such 
persons that annuities do some of their best 
service. 

The agent who not only watches for these 
opportunities but invents them and_ presents 
them to those who otherwise would know 
nothing of them, can in many instances actu- 
ally “produce” a large amount of desirable 


business. 
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NATIONAL FRATERNAL CONGRESS RATES 

As many agents have not at hand the Na- 
tional Fraternal Congress rate tables the net 
rates are given below. Under the head of 
“whole, life” is given the level premium. Un- 
der the step-rate plan the premium increases 
each year, so that a man insuring at age 25 
at $7.47 would find his rate $7.56 at age 26, 
$7.70 at age 27, etc. 


Whole- Step- Whole- Step 


Age. life. rate. Age. life. rate. 
Se $10.3 $ 7.01 46 .. $25.81 $12.34 
Se eres 10.62 7.09 ae ovens 26.9 13.00 
. ear 10.92 7.18 48 . 28.20 18.71 
ve haa 11.24 7.27 49.. 29.51 14.48 
i aaa ol 11.57 7.37 OP a6 ewe 30.91 15.33 
. Sere 11.91 7.47 Ol .ccee SRD 16.25 
ae 12.28 7.56 52 33.97 17.26 
Me evsse 12.67 7.70 53 . 85.65 18.36 
. Eee 4 13.07 7.83 _, Sere 87.45 19.53 
SEC 13.50 7.95 55 - 39.3 20.82 
re 13.96 8.10 Daten & 41.41 22. 
a 13.43 8.25 _. See 43.60 su} 
_. ee Rea 14.938 8.41 eee 45.94 2 
ee 15.47 8.57 AR 48.45 

Mrs: phi 16.02 8.75 OP ctece 51.13 

Sere 16.62 8.93 61 54.01 

SE nate o 17.26 9.12 62 57.10 

7 17.90 9.31 err 10.41 

PP aov.0'e 18.59 9.52 eee 53.98 

ere 19.33 9.74 65 67.82 

40 20.11 9.96 a an baie 71.95 

Mn kas 6 20.93 10.20 OP 76.40 

GS cts. See 10.48 81.21 

eee 10.82 i SEES 86.39 

44 23.69 11.25 oe saves 92.00 

Ge baeccs 24.72 11.74 











LIFE SUPPLEMENT 


TO THE 


WESTERN UNDERWRITER. 








CASH DIVIDEND SCALE OF 
THE CONNECTICUT MUTUAL. 


The following is the cash dividend scale in 
use in 1904 by the Connecticut Mutual, the 
basis being policies of $1,000. 
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The following is the dividend scale on single 


premium and paid-up policies (3 per cent)— 
policies, $1,000. 

Pere ate oe of 20 85 40 
Dividend $4.95 $5.00 $5.42 $5.90 
BE? 6s a a oe 4 8 4 45 50 55 60 
Dividend Swe: See — or? 7“ “ 
Dividend Tos coaveal 208: 21 $10.96 $11.62 








HOW TO SELL GOLD BONDS: 


The 5 percent gold bond contract is a great 
proposition to talk. You can here show your 
goods, thus overcoming one of the difficulties 
in selling insurance. You can discuss the sale 
while your customer examines the bond. While 
calling his attention to the well-known fact 
that bonds are sold for all cash, this bond may 
be bought on. easy payments, enabling him to 
safely invest small sums as earned; a valuable 
privilege of itself. Moreover, this bond will 
not only be delivered to the purchaser at the 
end of the period having been duly paid for, 
it will also be delivered, in case of death, if 
the contract is in force, no subsequent pay- 
ments bemg required. This illustrates in a 
most forcible way the principle of insurance. 
Should he, for any cause, after the payments 
for three years be completed, desire to stop, a 
loan is available or the then value of his 
contract may in either of these attractive ways, 
be utilized. It must be remembered that 
though the bond is sold at a premium it is 
guaranteed to be worth a premium of $300 per 
thousand, 

Your client purchases the bond on 


2asy 
payments, it being terminable by death, safe- 
guarded by loan and surrender values, and 


guaranteed full participation in the profits of 
the company. His contract thus becomes, in 
effect, stock in a strong and prosperous cor- 
poration bought without premium. This great 
contract, secure against the misfortunes of 
life, the vicissitudes of time and the calamity 
of death, becomes upon its delivery, with its 
accumulated profits, a splendid investment 
available at the most opportune time—Red- 
wine & Brewster’s Bulletin. 

et SS 


EFFECT OF “TREATING” HABIT 
ON THE MAN SOLICITED 


Life insurance agents who work among 
men who in taking a policy look with disdain 
on anything less than $10,000 do more or less 
“treating.” Men of this kind belong to clubs 
and are prominent in social life, which seems 
to demand more or less of an interchange of 
social courtesies. 

The average life insurance man, however, 
does not strengthen his case by handing a 
prospect a cigar or inviting him out to take 
a drink or to have dinner. The usual pros- 
pect looks upon such an approach as an at- 
tempt to place him under obligations to the 
agent by a very cheap method. He dislikes 
the idea of feeling that he is being bought 
by a ten cent cigar or a fifteen cent drink. 
There are times when a courtesy of this kind 
is appropriate, but many agents make their 
attempt at treating so evident in their effort 


to curry favor that they do more harm than_ 


good. 

The majority of men look upon a life in- 
surance proposition laid down before them 
by agents as purely a business affair, and are 
willing to listen to what the agent has to say 
and then decide whether they care to take it. 
The fact that a small treat is offered will not 
do very much to influence a man, and will 
— disgust him. The agent cannot afford 
to indulge in this practice, as his returns are 
not adequate. The dignity of the agent is 
lowered and his estimation in the mind of 
his prospect is decreased.. The habit of treat- 
ing in this country has gotten beyond all 
moderate proportions and in many cases has 
become a drain on the resources of men who 
are not able to stand the expense. 

ec Se 
NEW ADVANCE DIVIDEND POLICY. 

In Indiana in order to meet some of the 
peculiar competition prevalent in that State, 
one of the companies has introduced an ad- 
vance dividend policy. paying 90 percent in 
advance dividends the first, eleventh and six- 
teenth years. This amount becomes a lien on 


the policy. 
MR. PRODUCER! HAVE YOU EVER 





SEEN OUR AGENCY CONTRACT? 


J. J. KELLY, MGR. 
STATE MUTUAL LIFE ASSURANCE CO. 
OF WORCESTER, MASS. 
CHEMICAL BLDG., ST. LOUIS, MO. 


if 





DIFFICULTIES BESETTING THE 
NEW LIFE INSURANCE COMPANY. 


Most of the newly organized life companies 
have a hard row to hoe for a few years, 
largely on account of the dissatisfaction of 
stockholders. Many officials who have had a 
hand in getting companies started declare they 
would not pass through the same ordeal again. 

In the first place, promoters go to moneyed 
men, showing them the returns of the old, 
established companies and investors thus get 
an exaggerated idea of dividends. They ex- 
pect similar returns at once. Capital nowa- 
days seeks avenues where returns are imme- 
diate and moderately large. Promoters of life 
companies fail to explain the heavy expense of 
getting a company established. Dividends to 
stockholders must be held back for a few years 
or the surplus will be wiped out. To build up 
the reserve and operate the company require a 
drain on its surplus funds. 

Investors do not see the returns coming to 
them and the management is yanked up in 
radical style. Retrenchment is insisted on. 
Stockholders do not understand the necessity 
of waiting and cannot see far into the future. 
Almost all new companies are compelled to 
pass through the stage of dissatisfaction on 
part of stockholders and it is a well-ribbed 
institution that can come out triumphantly. 
In most cases more money is needed and this 
increases the discontent. 

f a man is in a position to own his company 
the situation is different. He then has only 
to account to himself and is not hampered by 
the importunities of stockholders. President 
J. W. Stevens, of the Illinois Life, is a good 
example of a sole owner of a company. He 
no doubt has his troubles, but they are not 
with stockholders. 

cs Fe Ss 
CLEAR THOUGHT MOST IMPORTANT. 


In an agency letter Elmer Dwiggins, mana- 
ger of the Equitable of New York for Iowa, 
makes the following observations: 

“Mere talk convinces no one, and gener- 
alities, no matter how glittering, do not move 
people to act. The successful life agent must 
be _a clear thinker, instead of a brilliant 
talker, and, moreover, he must be a man 
of good common sense instead of a man of 
eloquence. He must have the ability to keep 
the conversation on one subject and to keep 
it progressing to the one aim he has in view, 
that of writing an application and getting a 
signature to it. This end is often best at- 
tained by letting the client do most of the 
talking and by throwing out mere hints and 
suggestions, but finally rounding up with a 
written application and a suggestion that he 
‘just sign it there on the dotted line.’” 


xe Fe SH 
HOW IT STRIKES AN OLD MAN. 


A member of a fraternal order which had 
readjusted rates on such a basis that those 
of old members were largely increased wrote 
to a newspaper about the matter and among 
other things gave the following advice to 
young men: 

“The writer is a member of this order and 
is in no way connected with any old-line com- 
pany, but, as he is verging on sixty years, he 
feels it his duty to warn the young man of 
to-day that he will be the old man of to-mor- 
row, and will in due time be subjected to the 
same Teadjustment. I have had the utmost 
faith in fraternal insurance orders up to this 
time, but in view of this action and of that 
of other societies of a like kind my faith has 
vanished, and I feel it my duty to the young - 
man to warn him in time that though he may 
carry fraternal insurance as a flyer, yet as 4 
protection he should throw out a sheet an- 
chor of ‘old line.’” 

xs Fe SF 
OVERLOOK SMALL POLICIES. 

An agency manager calls attention to the 

act that many agents overlook the small poli- 
cies by keeping their eyes too firmly riveted 
on hig game, svending all their time in the 
effort to land the $10,000 man. He advises 
his agents to make sure of a small policy of 
two first in order to make a living, and then 
spend extra time on the larger cases. He 
insists that the $1,000 and $2,000 men be not 
overlooked. 











